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USING A NEW SYNTHETIC BOND 


These new Darex Insoles are the answer of our Research 
Laboratories to the rubber shortage. They ore bonded with 
new synthetic, elastic materials—made in our own plants 
from non-vital ingredients for which we see at this time 
adequate stocks. They have been built to give the funda- 
mental shoemaking characteristics always found in Darex 
Insoles —a firm foundation to hold the necessary tacks, 
Sele} ( SME tial + Melme ir Mela iilel-Mecltiielalioi Mm 2m clk: 
flexible, cushioning comfort in the finished shoe that is so 
essential to your customers. 

With new production facilities just starting the supply of 
Darex Insoles at first may be limited to our present custom- 
ers. Gradually as equipment reaches full production we 
shall be in a position to supply more and more new custom 


ers. Samples available to interested shoemakers. 


DEWEY ano ALMY CHEMICAL COMPANY 
WD CHICAGO 
MONTREAL 
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MORE THAN MEETS THE DEMANDS MADE OF 


Fine Leather! 


Booth 23 


Proven BY USE— 


Waldorf-Astoria Hotel 


and snowy white), flat grain and: 


New York City 


that’s TANDRITE CALF! Selected 
in a highly competitive field as 
THE leather that delivers definite 
qualities of superiority at every point! 

TANDRITE CALF comes into its real glory 
under the skilled hands of master shoe design- 
ers. They know thet TANDRITE CALF makes 
their style designs more successful. Its fine tex- 


ture, exactness of color (as well as lustrous black 
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practical adaptability to the shoe 
design problem at hand—leaves 
nothing to be desired. 
When you want YOUR shoe styles in Men’s, 
Women’s, and Children’s shoes to gain more 
acceptance — make them of TANDRITE CALF— 
because it has been observed wherever custom- 
ers are shown shoes of TANDRITE CALF, Shoe 


Departments make a better showing. 


Tanners of Fine Calf Leathers 


E. HUBSCHMAN & SONS, ING., Philadelphia, Pa. 















































tere Fheeved LIFE 


BLE-TO-BUY women 

A in your community 

> are reading about 

A Vitality ... in Life 

and other leading 
magazines. For where there’s Life, 
there, too, you will find Vitality! 
Be sure to see the distinctive 
Vitality page in the March 16 issue 
of Life. It features Vitality’s bril- 
liant, new line of smart shoes for 
spring and summer. Read it! See 


* 

HELP UNCLE SAM 
Buy U. S. Defense 
Savings Bonds 
and Stamps 
* 


how it “‘presells’’! Display the 
styles it describes! Show it to your 
customers! 

Remember, women are more 
active than ever these days. In 
shoes they want comfort and flat- 
tering style . . . but above all they 
want good, sound value. Vitality 
shoes give them all these “‘musts” 
and more. For “Vitality Shoes 
‘GO’ Everywhere.” 

So get Vitality... and get going! 
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MADE BY 
AMERICA’S LARGEST 
SHOEMAKERS 


* 


VITAPOISE 


Feature Shoes for Children 
Priced a ing to size 
$3.50 and up 


WOMEN’S 
AAAAA to EEE for Ou 
Sizes 2 to 11 Campus Wear 


VITALITY SHOE COMPANY, Division of International Shoe Co., ST. LOUIS, MO. 
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Both the Opera Style and the Zipper Style come lined with 
shearling and with imitation shearling; both styles are made 
in Olive Drab and in Navy Blue; shown through courtesy of 
C. A. Grosvenor Shoe Co., Worcester, Mass. 


In selecting luxurious Felt for their new Barrack Slippers, 
C. A. Grosvenor Shoe Co., Worcester, Mass., added two win- 
ning numbers to their popular “Twilight Comforts” line. 
The two styles, as illustrated on this page, are made in Regu- 
lation Olive Drab and in Navy Blue. Each slipper carries a 
novel and useful label on which the lucky Soldier, Sailor or 
Marine can write his name and outfit. (We all remember 
how un-marked items had a habit of going A.W.O.L. in the 
last War). 

If you want to be sure that the gift you send to a boy in 
Service will be something he will really use and appreciate, 
send him Felt Slippers. Whether he is afloat or ashore, he 
will relax and enjoy the deep-down comfort and pleasure 
these slippers give to tired, aching dogs after the tough day’s 
work. The Felt Slipper brings the “at home” feeling to 
camp, school, barracks and bunkroom. 


Sales Office at New York Chicago Detroit~-Boston— - Philadelphia ~Clevland St. Louis— San Francisco 


PRODUCERS OF THE FINEST QUALITY SHOE vias FOR UPPERS, PLATFORMS, soues! INSOLES, 
HEEL PADS, TONGUE LININGS, BOX a peeerant CUSHION INSOLES, LININGS, AND. DOUBLER FELTS 
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RAINCOATS 


AND 
RUBBER 
FOOTWEAR 


for Uncle Sam! 


Our Part 
7 in the 
+ Country's Fight 
} for Victory and 
Freedom 

* 


d Cambridge 


RUBBER co 
‘CAMBRIDGE -mAss. 
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PLATFORM 


_ Ne 


LIGHTWEIGHT 
WHEELED EXTENSION EDGE 


fc. % 


LIGHTWEIGHT 
CLOSE TRIMMED EDGE 


WAC SOLE STITCHING 
MACHINE — MODEL C 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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HE WORK OF THE CRAFTSMAN IS 
NOT INFLUENCED BY CONDITIONS 


In these unusual times every one will wel- 
come the Spring Season, with the opportunity 
to place before customers, shoes made of 
1460 GABARDINE—still the same fine 
quality which has made it Tops” for so 


many years. 


Care improves wear—1460 Gabardine can be readily 


cleaned with brush, soap and water. 


J. EINSTEIN, INC. 


ONE PARK AVENUE NEW YORK CITY 
ST. LOUIS « CINCINNATI a MILWAUKEE 
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What better expression of 
Matched Pairs than shoes identical > 
in toe structure — worn by identi- 
cal twins? 


CELASTIC Box Toes fortify chil- 
dren’s shoes, make them ready for 
the tumble and stumble of play 
time by fusing lining, box toe and 
doubler into a single structural 
unit. 


This durable CELASTIC unit has 
the ability to reproduce the design 
of the last, accurately and smoothly 
—to maintain toe shape through- 
out the life of the shoe and to 
insure wrinkle free and sag proof 
toe linings. Young America’s foot- 
wear, when fashioned with 
CELASTIC, has the comfort quali- 
ties that are kind to growing feet 
— sought after by wise, considerate 
parents. 


e 


LZ 


THE QUALITY 
BOX TOE 


UNITED SHOE MACHINERY CORPORATION | 


BOSTON, MASSACHUSETTS 
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Ta nation’s rubber supply must be 
conserved for America’s war needs. 


That means no crude rubber available 
for rubber heels, along with many 
other products. 


But it does NOT mean no more new 
Goodyear Heels! 


For Goodyear is noW building new 
heels entirely from Regenerated Rub- 
ber—by a process made possible by 
Goodyear’s vast resources, matchless 
technical skill, and ceaseless research. 


And they’re good heels— comparable 
in every way to the high standards of 
long wear, comfort and smartness 


firmly established by Goodyear Heels! 


So — even in these difficult times — 
shoe manufacturers and their dealers 
can count on Goodyear Heels to carry 
on giving added sales appeal to 
new shoes! 


Wingfoot — T. M. The Goodyear 
Tire @ Rubber Company 


\ 


GOOD)FY 


MORE PEOPLE WALK ON GOODYEAR HEELS THAN ON ANY OTHER KIND 
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“YM STILL 
ON THE JOB!” 


FOR DEFENSE WORKERS 
Goodyear is now making 
static conductive rubber 
heels for men’s and 
women’s shoes. They are 
used by employes in pow- 
der plants and other war 
industries to eliminate the 
danger of explosions caused 
by electric static sparks. 


FAR 





WHAT WOULD YOU SAY ABOUT THESE SHOES ? 


BROTHER, this is no time to say, “Here's something new 
in blue“—and let it go at that! If you want to make 


money, you've got fo know your stuff. 





“Bo Peep,” high heels— grakgrain tri “Saucy Lady,” casual walker with Dutch Boy heel—both by FLORSHEIM SHOE CO., Chicago 


Both shoes pictured are polishable blue calf—spring’s 
smartest leather in spring's biggest color. (Forecast says 
40% of spring coat sales will be navy.) And they've got 
a character story that -makes women listen. Both feature 
Du Pont “Pyraheel” plastic heel covering. Why not review 
and use these selling facts about it: 
/—When you drive a car, Scuffless “Pyraheel” resists pedal 
dents and running-board scuffs. 
2—Rain, mud, or damp grass does not fade or stain “Pyraheel. 
3—"Pyraheel” resists the scrape of stone steps and curbs— 
pebble gashes—cinder scratches. 
4—It matches fashionable leather grains to a T. 
5—Firmly cemented, it does not crack or peel. 
6—And Scuffless “Pyraheel” is a Du Pont quality product. 


Scuffless “Pyraheel” plastic heel 
covering is available, econom- @UPOND 
aa par. ore 


ical, and easily applied. Specify 


it when you place your next order. sat Pp Y RA Hi t ‘a 1” 


REG. U. &. PAT. OFF. 


“a 


E.|. DUPONT DE NEMOURS & CO. tINC.), PLASTICS DEPARTMENT, ARLINGTON, NEW JERSEY 
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White Elasticized Maracain Top-Line Treatment 
U. S. Pat. No. 2,240,816 68 Last 19/8 Continental heel 


Keyed to the spirit of the Easter season, Tweedies styling for Spring brings you that 
fresh eye-appeal in combination with the marvelously easy-to-slip-into top line treatment 
embodied in Tweedies which is an added selling factor for steady volume for your store. 
Tweedies are superb shoes. 


TWEEDIE FOOTWEAR CORPORATION....JEFFERSON CITY, MO. 
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“WITH confidence in our armed 
forces—with the unbounding deter- 
mination of our people—we will 
gain the inevitable triumph—-so help 
us God.” 

FRANKLIN D. RoosEvELT 


A THOUGHT for March 15th! Mil- 
lions of men and women who have 
felt no income tax burden hereto- 
fore, are going to be smack up 
against the reality of paying some 
direct cash taxes, even though (by 
indirection) they have been pay- 
ing and paying for long. 

When a comparatively small per- 
centage of our population carried 
the load, there was little public out- 
cry as to how the money was spent. 








But maybe this new group of tax- 
payers will be a little more articu- 
late in the future as to how their 
money is being spent: They may 
have a feeling of responsibility for 
the gigantic expenditures when they 
are contributing their mite. But 
everything is in proportion. 

The clerk who has been living 
close to pay day and finds he has 
got to “shell” out two weeks’ pay 
when he, never had that tax burden 
before, is likely to be a little more 
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conscious of the money spent in 
city, state and national ways. An 
unmarried American man or wo- 
man, earning $38 a week, or $1,976 
a year, pays about $104 for Federal 
income tax. 

It’s going to hurt but if it is any 
consolation in Great Britain, an 
unmarried business man, earning 
$38.00 a week, pays $624 in income 
tax, including sums collected under 
the British enforced savings plan. 

. . o 





HENRY W. ANTHEIL of the Henry 
W. Antheil Company, 135 Academy 
Street, Trenton, New Jersey, whose 
letterhead bears the name: “A 
Friendly Family Shoe Store” sends 
us such a charming letter that we 
feel like sharing it with our readers: 

“Your friendly little note came in 
today and it prompts me to drop 
you a line. I have been a Recorder 
reader from away back in 1890—- 
my employer was a subscriber and 
I have fond recollections of read- 
ing the column of G. E. B. Putnam, 
in particular. (Note: Shop-Talk, a 
weekly feature from 1889 to 1914.) 

“I look forward each week to its 
coming with pleasure and while 
not as active as in former years, I 
still have a business that gives me 








great pleasure and satisfaction and 


no headaches!” 


H. C. FREEMAN of the Freeman 
Shoe Company, Beloit, Wisconsin, 
gives two sides of the picture—dark 
and light—in a letter to customers, 
from which we highlight the fol- 
lowing: 

“Information reaching us indicates that 
all outsoles now in the hands of either 
manufacturers or sole leather cutters from 
8% iron up, that meet government speci- 
fications, and all insoles from 5 to 7% 
irons, that meet government specifications, 
must either be used by their owners for 
making military shoes or sold to the gov- 
ernment for that purpose. This ruling has 
not yet been put into effect but it’s a 
logical one to expect very soon. 

“Government upper leather. require- 








ments this year will probably more than 
double that of last year and, of course, it 
will be the choicest produced. 

“Here are a few restrictions already in 
effect and more are bound to follow. 
Crepe soles are out. 

“Brown rubber heels which have been 
dificult to get for months are now out, 
but black heels look very good on brown 
shoes. 

“Heavy duck lining can no longer be 
secured. This is the type of cloth used 
for army suiting and there are not enough 
mills in the country to provide army 
needs. 
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“Brass eyelets are out except on shoes 
ordered before April 1. 

“Cement restrictions will eventually 
eliminate all channel cemented Good- 
year welt bottoms, but this is no hardship 
as stitched aloft soles will actually give 
better service. 

“So far all we have given you is bad 
news, but now we are going to review 
the brighter side. 

“In 1941 in addition to producing 15,- 
105,174 pairs of government shoes the 
industry also produced 120,280,126 pairs 
of men’s civilian shoes of which 88,040,- 
949 pairs were dress shoes and 32,249,177 
pairs were work shoes, so if those pro- 
duction figures are maintained there will 
be no shortage of civilian shoes. There 
will be style restrictions and quality 
limitations, but not a shortage of shoes. 
Incidentally, the combined production of 
army and men’s civilian shoes were 33,- 
000,000 pairs greater in 1941 than in 
1940 which was also a big production 
year. 

“You can help us and your country if 
you will hold your orders down to actual 
current needs. Any order that bears the 
earmark of anticipation will either not 
be shipped or cut down to a modest size. 
If you will work with us we believe we 
can continue to give you the same ex- 
cellent service you have experienced in 








INFORMATIVE ads are the order 
of the day. When a merchant has 
everything coming his way, he may 
think: “Why advertise?” Then 
again, “What can I advertise?” 
Well, believe it or not, people are 
still interested in what they buy. 
Fashion doesn’t die because war is 
crowding the news. 

In a three-column square ad, 
FRANKLIN SIMON of New York, 
said: “WHAT IS FASHION? Fash- 
ion is an idea. Somebody gets an 
idea about a new fabric or a new 
color or a new silhouette or a new 
perfume. Maybe the idea came 
from Guatemala or China or Cali- 
fornia or where-not. It’s still an 
idea. Now there are a few things 
we'd like to say about all this. We’re 
open for new ideas all the time. But 
we're not impressed with them sim- 
ply because they’re new... We have 
no phobias about being first on 
Fifth Avenue. We've seen some 
gosh-awful firsts. Our yardstick is 
simple. If it’s in good taste, if it’s 
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CONTROL THAT TONGUE! 





—We are living in a dangerous age 
when, with wild, weird rumors 
rampant, a careless tongue can 
do irreparable damage. 

—Somebody, | can't recall who, sent 
to me the following proverbs 


about the tongue:— 
—"The boneless tongue so soft and weak 
Can crush and kill," declares the Greek. 
—"The tongue destroys the greater 
horde," 
The Turk asserts, “than does the sword." 
—The Persian proverb wisely saith: 
“A lengthy tongue, an early death,” 
Or sometimes takes this form instead, 
“Don't let your tongue cut off your 
head!" 
—"The tongue can speak a word whose 
speed,” 
The Chinese say “outstrips the steed." 
—While Arab sages this impart: 
"The tonque's great storehouse is the 
heart.” 
—From Hebrew wit the maxim's sprung 
“Though feet should slip, ne'er let the 
tongue." 
—tThe sacred Writer crowns the whole: 
“Who keeps his tongue doth keep 
his soul.” 


—Remember this—in time of War, 
a careless tongue can cost pre- 
cious lives. 


Sb iken 


President 





flattering to the wearer, if it’s lovely 
—then we like to be first with it— 
and we are, very frequently. And 
incidentally, we don’t feel that it 
must be expensive to be a fashion- 


leader!” 
tt & & 


COLONEL Frank McSherry, of the 
Labor Supply and Training Divi- 
sion, WPB (who, by the* way is 
related by marriage to the Jones of 
the Commonwealth Shoe and Leath- 
er Company) told the business pa- 
per editors of the various plans for 
providing adequate help for war 
industries. By the end of 42 we 
must add 10 million employees to 
such industries, and at the same 
time, pull out 2.2 million men for 
the armed services. Of this require- 
ment for 12.2 million people, 7.9 
million will be drawn from non- 


essential industries, 0.4 from the 
self-employed, 0.4 from agriculture, 
1.5 from the unemployed, plus 2 
million new workers. Skilled help 
makes up 37 per cent of war work- 
ers and a similar percentage are 
semi-skilled (trained in one opera- 
tion). The remainder are helpers 
and unskilled labor. 


* 


COMMANDER F. P. Delahanty, 
Chief of the Clothing Branch of the 
Bureau fo Supplies and Accounts, 
the man who directs the Navy’s 
shoe procurement program, said: 
“The principal items of Navy 
footwear are the leather oxford and 
the leather high shoe. When a re- 
cruit is received in the Navy he is 
provided with an outfit of clothing 
at Government expense. This out- 
fit includes one pair of high shoes 
and one pair of low shoes, there- 
after the man must pay for his 
shoes. Replacements average 1.2 
pairs of low shoes and .4 pairs of 
high shoes per man per year. This 
is a low replacement rate particu- 


larly for men who spend a large 
percentage of their time on their 
feet and usually in conditions of 
temperature -and humidity which 
are not beneficial to leather. We 
attribute this low replacement rate 
to two factors; first, the man gives 
his shoes some measure of care in 
order to keep the expense at a 
minimum and, second, the shoes 
have the material and workman- 
ship necessary to withstand the 
rigors of Navy use. 

“The Navy shoe may be briefly 
described as a combination work 
and dress shoe of the blucher type 
with leather box toe and plain tip: 
The uppers are made from the best 
grade black chrome calfskins of 
plump medium weight; the out- 
soles are either 9 to 10 or 10 to 
11 iron depending on size of shoe; 
and the insoles are 64% iron. The 
specification gives detailed descrip- 
tions of materials permitted and re- 
quires lasts to remain in shoes at 
least five days and until finished.” 
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“THERE never was a time in the 
history of the shoe business when 
there was a greater need of coopera- 
tive effort and the exchange of ideas 
and information,” writes John A. 
Beaumont, president of the New 
York State Shoe Retailers Associa- 
tion, in outlining plans for its an- 
nual convention at the Hotel Statler, 
Buffalo, June 14, 15, 16. 

“Some questions and problems 
are before us which all shoe mer- 
chants must think about. For in- 


stance who, through his many and 
frequent contacts with the public, 
is better able to promote the morale 
that is necessary in these days of 
war and world distress? 


ee 














“Who is in a better position to en- 
courage the efforts of the govern- 
ment to prevent hoarding? Who is 
in a better position to encourage the 
proper care and use of footwear in 
order to help the program of con- 
servation than the shoe merchant. 
He is the one in the shoe and leather 
trades that can and will exert the 
most influence and lend the support 
that the government needs. 

“We will plan our meeting with 
the idea that the shoemen of New 
York State are coming together to 
exchange ideas and learn how they 
may help in this tremendous effort 
of our country.” 

Because salesmen do not have the 
opportunity to call on customers as 
frequently as in previous years, they 
will be glad to concentrate their 
selling at the Statler. William Pid- 
geon, convention chairman, is now 
at work on the program. 

** *# 


A. L. WEBSTER, broker in hides 
and skins in Chicago, Iil., is one of 
our best authorities on leather sup- 
ply. He tells us: 

“The Department of Agriculture dis- 
closed this week that there were more 
meat animals on American farms on Janu- 
ary first than at the beginning of any 
year in government records. The increase 
for the year 1941 was the third best on 
record. All meat animals showed an in- 
crease over a year ago with new records 
established by cattle and sheep. The 
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survey showed 74,607,000 cattle (includ- 
ing calves) on farms January 1, an in- 
crease of 3,146,000 head, or 4 per cent 
over a year earlier and 6,410,000 more 
than at the start of 1940. The number 
this year was about 238,000 head larger 
than on January 1, 1934, the peak of the 
preceding cattle cycle; these cattle 
cycles in the past have shown increases 
from six to eight years, then decreases 
for somewhat similar period. The pres- 
ent cycle started upward in 1939, so we 
should be assured of plentiful supply of 
domestic beef animals during the war 
period, and fortunately, should show a 
strong production of hides in this period 
when they are so keenly wanted for 
leather purposes. . . . January shoe pro- 
duction with 38,500,000 pairs exceeded 
preliminary estimate by 2,500,000 pairs 
and was an increase of 4.6 per cent from 
January, 1941. Preliminary estimate for 
February was placed at 38,000,000 pairs 
but in spite of the shorter month, it will 
not be surprising if final figures are 
found to be in excezs of this estimate. 

“An organization of competent ad- 
visors, experienced in hides, leather and 
shoes, is taking form in Washington, and 
with their knowledge and the available 
information on requirements and supply, 
our industry’s share in the war job is less 
complicated than. most.” 


ERNEST WHIDDON, assistant 
manager in the Ladies’ Shoe Depart- 
ment, Sanger Brothers, Dallas, 
Texas, says: 

“Women are buying walking 
shoes who have never worn them 
before. They are enthusiastic about 
them. Many women are buying 
them as extra pairs. They are in- 
sisting on tougher leathers, such as 
calfskins, alligators and what might 
be called sturdy leathers. 


“There is a demand for open 
backs and.open toes—sandal types. 
Wedge heels are only called for on 
slack type shoes. Low, flat heel ox- 
fords and strap sandals with nail- 
heads are popular, particularly so in 
high colors. We are having some 
business on ostrich leather shoes 
with bags to match.” 


* . os 


ANTHONY LAGIGLIA, shoe citi- 


zen of Norfolk, Va. (Big-Hearted 
Tony )—although Italian born has 
demonstrated his love for his adopt- 
ed land time and time again. You 
may remember that during the Ohio 
River floods, a few years ago, he 





contributed 10,000 pairs of shoes. 
Shortly after, he contributed $3,000 
worth of shoes for victims of the 
Florida hurricane. 

Recently, he reflected credit on 
the shoe trade and upon himself, 
by contributing one of the large 
type ambulances to the American 
government. 

Mr. Lagiglia is a veteran of the 
Spanish-American war and now, at 
the age of 67, he says: “I’m ready 
for active duty if I am needed.” Just 
one man’s contribution. More power 








“Ah, those were the days, Phoebe!” 





To Diseuss Emergency Problems 


HAROLD F. VOLK 
President, National Shoe Retailers Association 


Program to Include Prominent Speakers 
Connected with the Industry and with 
the World of Fashion, Also Individuals 
Active in the Nation's War Effort as It 
Relates to Retailing — Style Committees 
to Meet and Formulate Reports on 
Footwear Fashions for Fall. 


RETAIL problems developing out of the war, as well as 
questions of coming fashions in footwear will have 
prominent place on the program for the coming Fall 
Style Conference of the National Shoe Retailers Associa- 
tion, to be held March 23 and 24 at the Waldorf-Astoria 
Hotel, in New York, where the Opening of American 
Leathers for Fall will also be held, under the auspices 
of the Tanners Council of America, on the same dates. 

The opening session will be held Monday morning, 
March 23, at 10 o’clock, on the Starlight Roof of the 
Waldorf. L. E. Langston, executive vice-president of 
the National Shoe Retailers Association, will be the 
general chairman for the conference and will preside at 
the opening session. He will introduce as the first 
speaker President Harold Volk, of the National Shoe 
Retailers Association. This will be Mr. Volk’s first pub- 
lic appearance as president of the association, to which 
office he was elected last January at the annual meeting 
in Chicago. He is head of the well known retail shoe 
firm of Volk Brothers, in Dallas, Texas. 
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Conferenee 


MERRILL A. WATSON 


Executive Vice-President, Tanners Council 


Other speakers on the program for the opening ses- 
sion of the conference will include Merrill A. Watson, 
executive vice-president of the Tanners Council, who 
will discuss the leather outlook for Fall; Mrs. Hortense 
Odlum, chairman of the board of Bonwit Teller, Fifth 
Avenue, New York, and also co-chairman of the retail 
staff ofthe United States Treasury Department; M. L. 
Chandross, who holds an important position in connec- 
tion with the consumer phase of the national defense 
set-up in Washington, and Eleanor Scully, associate edi- 
tor of Vogue, who will present fashions for Fall. 

The Men’s Shoe Style Committee meeting will be held 
Monday afternoon, March 23, at 2:30, in the Jade Room 
on the third floor of the Waldorf. The Children’s Shoe 
Style Committee will meet Tuesday, March 24, at 10 
A.M., and the Women’s Shoe Style Committee at 2 P.M. 
the same day. Women’s and children’s style meetings 
will also be held in the Jade room. 
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THE Quartermaster Corps, in cooperation with the War 
Production Board and the United States Rubber Manu- 
facturers’ Association, has been conducting a large- 
scale study on the conservation of rubber in soldiers’ 
footgear. As a result, the War Department has an- 
nounced that specifications for every item of soldiers’ 
footgear have been changed in order to effect substantial 
conservation of rubber. 


. * . 


LARGE savings are being made in the manufacture of 
overshoes, rubber-top and knee-length boots, arctics 
and ski boots. On certain items it has been found that 
savings in crude rubber amounting up to 50 per cent 
could be made by omitting or reducing the rubber con- 
tent of certain Army “super-specifications.” In such 
case the reduction is brought down to the equivalent of 
certain “super-grade” types of footgear in the civilian 
field. 

Wherever possible, rubber heels are being eliminated 
in Army footgear, including the cavalry and ski boots. 
Consideration is being given to reducing either the con- 
tent of crude rubber or the size of the rubber heel speci- 
fied for the service shoe. 


IN certain specific items, the War Department has an- 
nounced, rubber has been found to be indispensable 
for wear and comfort. In the case of the new “carbon 
tap” sole for the service shoe, for example, tests show a 
wear of two to five times as long as that given by the 
standard leather sole under the same conditions. To 
date, procurements totaling approximately 6,000,000 of 
these special soles have been made, with large deliveries 
scheduled for March and April. 


The new tap sole is a half sole, composition of black 
carbon, crude and reclaimed rubber. It is sewed and 
nailed to a regular leather single sole to give more wear 
and traction. The Army uses what is known as a “12 
iron tap,” over a quarter of an inch in thickness, in- 
creasing this thickness to a “14 iron” at the tip. 

This sole is very flexible and long wearing and has 
many advantages over the whole rubber of full cord 
composition sole which it now replaces. One is a con- 
siderable saving of rubber, and another is that the new 
construction offers better insulation and therefore more 
comfort for the soldier’s foot. In addition, the tap sole 
provides excellent traction on both wet and dry ground, 
will not slip on metal and gives superiority of footing 
for soldiers working’ around Army vehicles in the 
mechanized or armored forces. In fact, actual field tests 
indicate, according to Quartermaster Corps authorities, 
that this sole is the greatest improvement in service shoes 
in Army history. 

* - - 
THE WPB Leather and Shoe Section has warned shoe 
manufacturers and other users of leather that the entire 
amount of tanned leather obtained by them through a 
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preference rating certificate must be used for defense 
orders. It is not permissible to use only a part of the 
leather for defense orders and then devote the remainder 
to non-defense orders. Any such use of any leather 
obtained will be a violation of priorities regulations. 


INCREASED expansion in shoe manufacturing by our 
Good Neighbors will undoubtedly be reflected by in- 
creased purchases from the United States of leather, 


shoe-making materials and findings. Some of these 
materials are already being imported by South and 
Central America. With larger production requirements, 
material improvement in trade of this type may develop. 

Argentine and Brazilian shoe manufacturers have 
created foreign markets for their products which they 
have expanded up until the recent world war period, 
and both countries look forward to the expansion of 
their exports to neighboring South and Central Ameri- 


can countries and the United States. 





NO PRIORITIES ON 
NEW FASHION IDEAS 


Wak is a great stimulus to invention. Style designing 
is no exception. Already you are seeing its effect on 
women’s stockings, garment fabrics, handbags, gloves, 
jewelry, etc. Every day and week and month that 
passes you will see new developments. Women are 
going to have entirely new ideas as to what is smart 
and what is flattering in everything they wear from 
shoes to hats and necklaces. 

At a recent style show, this thought was expressed: 
“Fashion is an emotion, not a commodity.” You will 
be able to sell these new ideas in style in terms of 
pleasurable emotions if you put conviction and en- 


by ELEANOR RUTLEDGE 


Non-priority features in this 
ensemble are the undyed ver- 
tical ribbed cotton stockings 
from Gotham, the undyed cot- 
ton gloves by Finger Free— 
Daniel Hays Co., and the ce- 
ramic jewelry by Castlecliff. 
The yellow wool bicycle culotte 
with handknit string back, 
sleeves and matching cap are 
by Maria Krum, the white 
buckskin ghillies by Red Cross 
Shoe Co. and the red calf 
“freedom” handbag by Harry 
Rosenfeld. 


All these costumes shown at the 

“G-10”" fashion show presented re- 

cently by Gotham Silk Hosiery Com- 
pany, Inc. 


thusiasm into your presentation of the new styles. If 
you can make your customer say, “Oh, how smart and 
how pretty and how comfortable!” when she tries on 
the war-time shoe you have brought out, you have made 
a sale of more than a shoe. You have also sold the 
acceptance of a whole new train of thought, the thought 
that théfe are other kinds of commodities desirable 
besides the pre-war kinds. 

At this same style show, a series of cleverly planned 
costumes proved that undyed stocking and garment 
yarns, for instance, can originate stimulating new styles. 
In the photographs shown here you will see how, in 





each case, the rest of the costume has been coordinated 
to these new undyed tones to produce a very smart 
ensemble. 

So far the shoe industry has not really felt the pinch 
of wartime conditions. We have watched the hosiery __ 
and rubber companies go through a period of readjust- om 
ment which is not yet ended. Jewelry, handbags, hats 
and gloves are also having to meet deficiencies in mate- 
rials and dyes, but so far the shoe industry has not 
really had to face the music. 

Some of the designers with whom we have talked 





The Stimulus of Necessity Is Already at Work in 
America's Fashion Business. And with Each New 
Restriction a New Idea Is Being Born in Fabric and 
Stocking Yarns and Colors; in Hat, Bag, Glove, 


Jewelry and Shoe Materials and Styles. 
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Above: Non-priority features in this 
costume are the minimum dyestuffs, 
the rayon stockings, the acetate jew- 
elry, no metals. The double duty 
costume is of natural herringbone 
wool with hand-knit vestee. Brown 
leather walking pumps and the brown 
capeskin “freedom” bag complete 
this costume. 


Non-priority features in this costume, 
at left, are the black and white color 
combination, the undyed nylon stock- 
ings, no metals, jewelry of pearls and 
glass. The black rayon crepe dress 
with starched white lace trim and lace 
hat is complemented with black kid 
pumps and black calf handbag. 


recently are looking ahead to changes, however. De- the market. Leather lacings for new types of fastenings 
signs for Fall shoes are being made adaptable to more are being shown in Fall models. 

than one material, so that a quick change can be made, We can . . . and should . . . expect all sorts of inter- 
if a certain material suddenly becomes scarce. New esting new ideas in the Fall designs of women’s shoes. 
types of nailheads in non-priority metals are already on [TURN TO PAGE 32, PLEASE] 
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Gloria Jean, Universal 
star, wears a Scotch kiltie 
skirt in authentic red 
and green clan plaid 
wool and a matching 
green wool jacket. With 
them she wears sturdy 
brown side laced shoes 
of crushed goatskin and 
a red felt tam. 


SPRINGTIME FOOT HEALTH 
For the Younger Generation... 


THROUGHOUT the list of home magazines mothers 
and wives of the nation are being told how to feed the 
family to improve the health of everyone as a major 
effort in upholding the morale of the country. Special 
accent is placed upon proper foods to assure youngsters 
of strong healthful bodies. In correctly balanced meals, 
they tell us, lies the way to health. To which we add, 
“Equally important to the-development of strong health- 
ful children are correct shoes properly fitted,” for even 
the ideal diet cannot overcome the ill effects of shoes 
that prevent proper posture, or cause any of the troubles 


that follow when improper shoes prevent complete foot 
health. The kind of shoes worn is a matter of more 
importance, from the standpoint of health and comfort, 
than all the rest of the child’s wardrobe. 

In many communities plans are already under way 
for National Foot Health Week—April 20 to 25—the 
most important in all the thirteen years under Boot 
AND SHOE RECORDER sponsorship, because never has 
foot health been so important to the nation. NOW, 
while millions engaged in every sort of war effort, and 
other millions are forced to walk more than ever, is 
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Promote Good Fitting and Proper Shoes for the Young Customers of 
Your Store as Part of Your Observance of National Foot Health Week, 
April 20-25. Here Are Suggestions on How fo Do the Job Profitably. 


Reduced facsimile of the National Foot Health Week 
poster in two colors that will be used in windows and 
interior displays. 


time to drive home to the mothers of America the im- 
portance of correct shoes properly fitted for the health 
of their sons and daughters. 

Stores that render a competent fitting service should 
unite in a campaign that begins as soon as possible and 
continues throughout the period of the Springtime de- 
mand, to tell women that “no thinking mother, any- 
where, will buy a pair of shoes over the counter for 
her child, unless she registers a fear that by doing so 
she is harming the posture, foot and health of her 
child.” And with that thought also stress the impor- 
tance of a periodic check-up to be sure the child has 
‘not outgrown his shoes. Use the number of outgrown 
shoe cases that come to your own store to dramatize 
the importance of keeping close watch, during those 
years of so-rapid foot growth. . 

At the same time you are appealing to mothers of 
younger children, appeal also to the teen-age youngsters, 
and to those even younger boys and girls who are per- 
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by R. E. ANDRUSS 


mitted to select their own shoes. Briefly put, boys want 
to succeed in athletics, and girls want to be beautiful. 
Of course, the style appeal interests both, but neither 
respond to “fear” appeals. Most children are born with 
perfect feet, a large proportion of them still have nearly 
perfect feet for the first few years; after that the 
troubles, large and small, increase. Better therefore to 
convince children of the benefits, measured in physical 
prowess or beauty, that are to be gained by wearing 
correct shoes. If your local schools do not include foot- 
attention in their health programs, by all means try to 
have a group of talks (minus advertising) on foot health 
and how to attain and retain it made by yourself and 
other competent persons to students. 


REFER to local athletes (getting their permission and a 
statement) in ads to boys, possibly having a window of 
pictures of local favorites. Show girls how correct shoes 
aid posture—giving them poise, grace and loveliness. 
You know the importance of correct shoes to correct 
carriage and walk and graceful bearing. Tell them! 
And add something about proficiency in their favorite 
sports, also. Instead of preventing her from becoming 
a “total wreck,” show her that you can build her up 
to greater ability and capacity for her strenuous life. 
These and other pertinent points can be incorporated 
in a cooperative campaign to sell the IDEA OF FOOT 
HEALTH AND BODY HEALTH THROUGH COR. 
RECT SHOES to your community; individual stores 
can follow through with ads showing how their shoes 
and service help to assure proper fit. Also up to the 
individual store is the development of a department that 
children will like. There are many successful ideas in 
operation, all of which are based on sincere interest 
in the children themselves; without that, no department 
can go far. Fitting service should be well organized—a 
definite procedure planned and followed eliminates prac- 
tically all difficulty of parents who want to supervise the 
fitting, telling the trained fitter whether or not the shoe 
fits. Questioned, one large store said troubles of this 
sort were practically nil after they began to use their 
fitting plan. This store, like many others today, uses a 
supervisor whose duty is to assure accuracy of fit—not 
to sell shoes. 
These services, along with the keeping of card records 
and the qualifications of the shoes themselves, make 
[TURN TO PAGE 32, PLEASE] 
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QUICK FACTS 
ABOUT THE CARE 


CARE of leathers consists in: 1. Cleaning. 2. Preserv- 
ing. 3. Polishing. 4, Dressing. 


Cleaning the Leathers 


Cleaning is done in different ways depending on the 
finish and color of the leather. 


1. Shoes in all except sueded finishes may be cleaned 
with ‘a liquid or cream containing a harmless cleaning 
agent for removing spots or stains in the case of colors. 
Dark brown, navy blue and black shoes seldom require 
special cleaner. Harmful cleaning agents tend to dry 
out the natural oils and fat liquors. Note: In cleaning 
white shoes never dry them in the full sunlight where 
the ultra-violet and infra-red rays may discolor the 
white. 

2. Shoes in suede finished leathers should be brushed 
with a bristle brush and then with a rubber sponge sold 
for felt hats. Dull and nappy white leathers should be 
cleaned with an ingredient which enables the strong 
white pigments to penetrate while at the same time re- 
moving the dirt. After the leather has dried, a stiff 
brush should be used to remove the surplus dirt and to 
restore the velvety finish. 


The new Dartnell Sound-Slide Film on “Modern Retail 

Salesmanship” suggests this approach to selling the cus- 

tomer a bottle of shoe cream. The salesman is saying 

to the customer, “This is the shoe cream that you'll find 

best for the hand-stained finish of these shoes .. . by 

using it regularly your new shoes will last longer ‘and 
beautiful finish will be preserved.” 


Preserving the Leathers 

The main purpose of preservative treatment is to put 
back into the leather the oils which have been dried out. 
These oils preserve the life of the leather. Most of the 
better grade cleaners, polishes and dressings contain 
these valuable ingredients. 

1. Shoes in all except sueded finishes can be treated 
with saddle soap or bootmaker polish. It should be 
remembered that shoes that have already been antiqued 
do not need any other preservative treatment. Real 
tackroom methods are nécessary for lubricating ski 
boots, fishing boots and army shoes. 


Polishing the Leathers 


Polishing also helps to preserve the leather by giving 
it a glossier surface which is more impervious to mois- 
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OF SHOES... 


HOW TO MAKE SHOES LAST 


ture and dirt. The more porous and absorbent leathers 
cannot be given a high polish because the leather ab- 
sorbs the dressing too readily, leaving an insufficient 
coating to be buffed to a gloss. Some finely boarded 
leathers are capable of receiving a high polish and 
smooth calfskins are especially suited to this treatment 
which has become an important style feature of women’s 
tailored shoes. The more wax in the dressing, the higher 
the polish. However, for the semi-glazed effect desired 
in many women’s shoes, a coat—after cleaning—of 
neutral polishing liquid or cream should be used. 


Dressing the Leathers 


Dressing is used primarily as a kind of mending and 
refinishing agent. Badly scratched, rubbed and cracked 
leathers should be given a dressing—after a thorough 
cleaning—which will fill in and cover over these imper- 
fections with a liquid or cream of the same color as the 
leather. 

1. Shoes in all except sueded finishes may be dressed 
with a liquid or cream with the same ingredients as in 
the neutral polishing agent, but in the color of the shoe, 
in order to restore the color in parts where the top 
finish of the leather has been lost. The same is true of 
white leathers, except that here the cleaning and dressing 
may be done all at the same time with one agent. 


2. Shoes in suede finish leathers should be treated 
with a dressing in the leather color. When this has dried 
thoroughly, the leather should be well brushed with a 
stiff bristle brush to bring it back to its original velvety 
finish. It is very essential that all dust should be brushed 
out of the shoe before any liquid is applied. A fine 
emery stick can be used to buff up the flat surface from 
a grease spot before the cleaning brush is used. The 
treatment of nappy white leathers has already been 
described under Cleaning 2. It should be noted that the 
wrong kind of dressing on suede leathers may plaster 
the nap. Some dyes contain binders to prevent the color 
from rubbing off and are the cause of this plastering 
action. 

Keeping the Shape of the Shoe 

Preserving the proper shape of shoes is a very simple 
matter, given understanding of what the shoe needs. 
Its chief need is to be given the chance to return to its 
natural shape after it has been stretched by wearing. 
Immediate treeing of shoes after wearing gives longer 
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LONGER AND LOOK BETTER 





TO HELP CONSERVE LEATHER 


Customer: 

I promise from now on to take the best possible care 
of my shoes in order to make them wear longer and look 
better than they have ever done before. | appreciate the 
value of good leather and good shoemaking and | intend 
to show that appreciation by intelligent care of my 
family’s shoes. This pledge is part of my contribution 
to my country’s war effort to conserve valuable material 
and labor hours. 


Retailer: ug 

I promise from now on to do everything in my power 
to help my customer keep this pledge, by giving my cus- 
tomers intelligent instruction in the care of their shoes, 
and by selling them the correct polishes, dressings and 
cleaners for different types of leathers. | also promise to 
help them in other ways, such as instruction in the cor- 


rect kind of shoe trees, the right way of drying shoes, etc. 





life to a shoe. Shoe trees in last shapes are the best. They 
do not distort the shank like the cheaper trees. The 
last-shaped tree gives all parts of the shoe proper sup- 
porting shape to help it to return to its original form. 
For open-toe shoes, especially evening slippers, a fabric 
toe cushion may be found to be the best. It cannot mark 
or unduly stretch the soft toe of the shoe, but simply 
keeps the toe in its normal shape. 


Ways of Drying Shoes 

Drying shoes after they have become wet is still a 
much neglected art. Dry slowly in a normal tempera- 
ture is the rule. Never hasten drying by putting near 
a heater or any extra heat. 

Alternating two pairs of daytime shoes, never wear- 
ing the same pair on two successive days is a vital factor 
in the care of shoes. 


To Sum It All Up 
In selling the best made shoes in the finest leathers 
and materials available, scientifically fitted to the foot, 
you have not done your whole job. No customer should 
leave your store without the information which will 
enable him .. . or her . . . to keep those shoes in the 
best possible condition. 


2b 





The Editor’s 


Outlook 


by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


A New Approach at Retail 


ARMED with fitting devices, retail shoe salesmen go to 
the front. The Easter campaign is on. Spring has sent 
out its muster call for men, women and children to 
assemble in the shoe stores of the land, to be fitted in 
footwear. So far, so good. 

There is more to it than just a shoe-Easter. You must 
not approach the fitting stool in the traditional “Get the 
money” attitude. There is more to it than that this 
year. This customer is not yet fully aware of what’s 
going to happen to his or her feet. The customer has 
taken for granted that his or her foot-life will continue 
the same. But you, at the fitting stool, know better! 
You know that Americans are going to walk more— 
not because they want to but by the compulsion of war 
and the absence of automobiles. A new part of the anat- 
omy is coming into its own, for we are no longer a 
sitting nation but a standing and walking people. Feet 
that have been rarely used are in for their great testing. 
Shoes are in for an even greater testing. 

Medical men, for years, have said that feet swell in 
the Springtime. As the sun goes up and the season 
softens, so, too, the human foot. That’s the reason why 
shoes in the wardrobes since last season feel uncomfor- 
table this season. There’s more to it than that. Shoes 
on your shelves that had fitting values for an automo- 
bile-borne nation now must be measured to fitting values 
for a foot-borne nation. So you see, yours is a double 
duty at the fitting stool—to satisfy the customer’s smart 
ideas and to justify your real job as a professional shoe 
fitter by giving them your best considered opinion as to 
shoes for walk use. 

Men and women have bought shoes for years, with 
their eyes. Today, shoes may have an external appeal in 
pattern and shade, but from now on you will have to sell 
the inside of shoes—the real walking value of lasts and 
the professional skill of the right dimensions—length, 
width, thickness, shape, tread, correction for pronation, 
etc., inflare, outflare, straight . . . in fact, all of those 
skills that a good man or woman at the fitting stool 
must know from now on. 


If ever there was a.time in the life of this in- 
dustry when it was called upon to do the job for 
which it was created, it is now. People are on 
their feet again and that war act is going to bring 
about great changes within the shoe trade. Both 
feet and shoes will increase in size and usefulness. 
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If you continue to fit shoes as you have in the 
past few years, for the eye—you are going to 
have the greatest number of returns and com- 
plaints in your entire experience at retailing. 

If you have an X-Ray machine, begin to use it. Now 
that seems a strange warning, but for years I’ve gone 
into shoe stores and have seen customers on the X-Ray 
machine and after the pretty toy has been lighted the 
clerk smiles broadly; and by so doing indicates to the 
customer: “See what a bright boy am I.” Rarely have 
I seen the clerk carefully examine the placement of the 
bones and the pressure on the tissue—and recommend 
another fitting. I suppose it is done, but, in the main, 
the X-Ray machine has been hitched up with the push of 
retailing—‘“get the money and get it quick.” 

We are in no sense cynical or satirical. What we are 
trying to do is to bring about a real service of sincerity 
at the fitting stool to justify our existence as shoe fitters, 
shoe men and shoe stores and to make men, women and 
children appreciate the fact that useful feet play a part 
in winning the war. 

Some day someone will make a real study of foot 
fatigue for in so many cases fatigue is not an all-over 
body ailment, but something that is localized—and 
usually in the area of the feet. Such fatigue can be 
reduced with the right fitting, the right care of the feet, 
etc. 

This is no trivial subject in the light of the impor- 
tance of every man, woman and child in America being 
fit for duty’s call. Feet will go to war on land, some at 
sea and some in the air, but for the majority of us it 
is foot-work tied up to preparation and production— 
everyone tied into the lifestream that leads to battle. 

We are not putting an undue importance on what 
may seem to be a comparatively trivial and ordinary 
part of retailing. The pity of it is that over the years we 
have thought it was the lowest form of shoe life. We 
even attached to it the label of “Shoe Dog.” But mark 
you well, the best men of the selling force of shoes at 
retail are being drawn off to the wars. Labor shortages 
are just ahead. It is going to be necessary to train new 
clerks and particularly women, to fit women’s and chil- 
dren’s shoes in practically every shoe store in America. 
You just can’t continue the old way of hiring a green 

[TURN TO PAGE 37, PLEASE] 
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Uncle Sam says: "! need rubber!" 
Women of America say: “We want gored shoes!” 


Here's the solution: 


Thomas Taylor & Sons, Inc., have stocks on hand of many widths and weaves of 
SHUGOR for both high grade and popular-priced shoes. Supplies of gorings are 
dwindling, but by careful planning and styling, we hope to re-arrange our stocks to fit 
your needs for some time to come, and retain the full benefits of the fashion-fitting and 
comfort-conditioning which SHUGOR adds to your shoes. 


Seventy-eight years of cumulative experience in the art of weaving SHUGOR, and 
long close cooperation with shoe manufacturers on technical styling and production prob- 
lems, enable us to give valuable service and suggestions to shoemakers in the present 
emergency. Present stocks of SHUGOR are sufficient to protect shoe manufacturers 
and retailers against loss of sales and goodwill for some time—if we work together. 


THOMAS TAYLOR & SONS INC, 
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OTHER PEOPLE’S 


JOHN F. 


IDEAS 


W. ANDERSON 


by 


A Mirror Can Actually Sell 
Shoes 


There’s a men’s furnishings store 
on upper Fifth Avenue, ‘New ‘York 
City, that has a window idea that-war- 
rants the attention of shoe retailers. 

A mirror—three feet wide and six 
feet high—is set up at a slight angle 
in the center of the window. That is, 
with its upper edge brought slightly 
out from the wall towards the front 
window. The result is that the window 
shopper can see himself full length in 
the mirror as he stands on the side- 
walk. In large letters of white, “Take 
a Look at Yourself in Our Shoes” is 
written across the top of the mirror. 
The implication being that if you take 
a full Jength view of yourself in the 
mirror and you are not satisfied with 
the appearance of your shoes, all you 
have to do is to look at the shoe mod- 
els displayed around the window and 
match a pair up with the rest of your 
apparel. The idea should sell shoes 
—by suggestion. 


* + 


Savings Takes No Holiday! 


“The old adage ‘Save your dimes 
and the dollars will save themselves’ 
was never truer than today. Right 
now, when replacement values are in- 
creasing you can save two dimes out 
of every dollar of the original price of 
the many . . . offered in this sale.” 

The above quotation from 4 recent 
newspaper ad of John David, New 
York men’s store, refers to suits and 
overcoats, but the phraseology is 
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worthy of the attention of those shoe 
stores that are planning a sale at this 
time. 
oe * * 
“You Can't Do Your Share lf Your 
Feet Hurt!” 


(Dr. Locke Shoe Shop, Phila.) 
os * * 


Your Window Is Your Best 
; Advertisement 


Conspicuously - priced window spe- 
cials, featured regularly twice a week, 
have created a great deal of immedi- 
ate extra business, along with a lot 
of extra store traffic, for the Papen 
and Warshauer Shoe Store, Las Vegas, 
New Mexico. 

After considerable experimentation 
with various forms of advertising, 
Fritz Warshauer, partner in the com- 
pany, concluded that if properly used, 
his window space represented by far 
his best advertising medium for the 
money. But the nature of the local 
trade was such that the primary re- 
sponse was obtained from plainly 


priced specials. So in the center of 
each window, Warshauer displays an 
inexpensive feature — usually hose, 
shoe bags or a very low-priced shoe. 

A good idea of the effectiveness of 
this type of advertising may be real- 
ized from the results of a recent test 
window on low-priced hose. The win- 
dow was put in at noon when street 
traffic is at its peak in Las Vegas. 
Within exactly oné-half hour, the 
store had sold two dozen pairs of 
these stockings. . 

That’s an example of how the buy- 
ing public will get in the habit of 
looking forward to bargains in your 
window. 

* * * 


“Good Afternoon, Mrs. Smith” 


A customer control system under 
which inactive accounts are constantly 
followed up by personal letters, tele- 
phone calls and actual personal visits 
has kept volume at its peak at Pfleu- 
ger’s Shoe Store, Santa Fe, New 
Mexico. 





April 5th—Sunday—Easter. 
April 6th—Monday—Army Day. 


say © 





_ _—- 


Important Dates in April 
April Ist—Wednesday—April Fool's Day. 


April 20th to 25th—National Foot Health Week. 
April 26th-May 2nd—National Baby Week. 

April is the month for Spring Shoe Selling. April is the first OUT 
month of the year. Out in that Winter is over and Spring has begun 
and — want new Spring and outdoor footwear. And when we 

oor footwear we must realize that women are going to do 
more outdoor walking this Spring than in many a year past. 
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The capital of the state, Santa Fe 
has a population of 22,000, yet the 
members of the Pfleuger firm make 
every effort to make all follow-up con- 
tacts strictly personal. 

In order to create a justification in 
the mind of the inactive customer for 
a follow-up, the Pfleuger salespeople 
usually try to make their contacts fol- 
lowing a chance personal meeting on 
the street. Each one of the staff mem- 
bers carries a pocket notebook and 
whenever he meets a customer who 
hasn't bought shoes for some time, he 
makes a note of the name and within 
the next day or so writes him a letter. 

The letters are kept on a personal 
slant, usually starting out with some 
reference to the street meeting such 
as: “Meeting you on the street yes- 
terday reminded me that we haven't 
seen you in the store for some time.” 
The letter goes on to express the hope 
that the customer’s absence hasn't 
been due to some dissatisfaction and 
pledges the company to correct any 
misunderstanding that might have 
arisen. 

If the letter fails to bring a re- 
sponse, one of the partners will follow 
up by telephone or personal call 
within a month. Whether the tele- 
phone is used or a personal call is 
made depends on how well Pfleuger’s 
knows the customer. 

In much the same way that they 
follow up inactive accounts with per- 
sonal letters, Pfleuger’s solicits new 
business. The newspapers and other 
sources are checked constantly for 
the names of new people in the city. 

“To my way of thinking, one 
strictly personal letter is worth at 
least fifty forms,” says H. L. Pfleuger. 
“Whereas the average form is easily 
detected and is promptly thrown 
away, the truly personal letter usually 
gets a good reading.” 


* + 


Notes on Recent Deliveries 


“Retail Management” reports that 
“Two hundred Los Angeles stores, 
among them major department stores, 
are saving rubber on delivery by offer- 
ing only one service a day. It has 
been achieved through cooperation of 
delivery services and the Downtown 
Business Men’s Association and the 
readjustment has caused very little 
friction as it is being approached 
through the patriotic motives involved. 

“The Retail Merchants Association 
of Detroit is advocating that all stores 
in the area conform to the following: 

“Package delivery to be made with- 
in two business days of the date of 
purchase. 

“Each store should instruct tele- 
phone girl¢ receiving calls for pick- 
ups of returned merchandise to urge 
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A New Fashion in Shoes 
and Newspaper Ads (8" x 12") 
By Richards of Miami 


customers to bring the articles in in 
person. 

“Attempts te deliver C.O.D.’s should 
be cut from three to two. 

“In Atlanta, Georgia, in addition to 
cutting down to one delivery a day, 
stores are charging 25c for deliveries 
on merchandise costing less than 
$2.00; sending special deliveries only 
in emergency cases, charging 50c for 


the service.” 
* * * 


Sell Starters for April 


Ad phrases that may be useful to 
you for newspaper ads, mailing pieces, 
interior and window displays. 

“Aprilogue of Spring Hits” 

“Walk the American Way” 

“Comparison Values” 

“Spring’s New Style Picture” 

“Shoes for Spring Gardening” 

“Spring Marches On” 

“Fashions that Start with Youth” 

“For the NEW girls in Business” 

“First Spring Evening in Town” 

“Especially for Defense Workers” 

“Nonchalant Casual Shoes” 


“Shoes for Fun in the Sun” 
“Hits for the Youth Parade” 
“Spring Baby Fair” ‘ 
“Spring Styles, Quality, Prices” 
“For a Balanced Spring Wardrobe” 
“Meet Some Good Sports” 
“Get Out and Play” 
“Walk Confidently into Spring” 

* a 


Proven Collection Letter No. 3 
Dear.... 


Modern credit is not a narrow per- 
sonal matter between buyer and seller. 
There is a growing recognition of the 
importance of credit in relation to 
human welfare and happiness. Credit 
is a dynamic thing; it exerts a pro- 
found influence on everyone. 

Modern credit has built most of our 
homes, schools, factories, skyscrapers, 
transportation facilities and other 
works of man. It is now playing a 
major part in the defense of our 
country. It is our real money. It 
must be kept sound. 

Every faithfully executed contract 
and every promptly fulfilled obliga- 
tion drives another rivet into the 
credit structure. 

We would appreciate prompt pay- 


ment of your indebtedness to us. 
+ * * 


“FOOTPRINTS ON SOUTHERN 
SANDS.” 
(Pogue's, Cincinnati) 
“he ie 
More Miles Per Pair 


In times like these, women’s ho- 
siery, like tires, are scarce—and get- 
ting scarcer. So, like the rubber tire 
manufacturers who have found it ad- 
visable to turn their advertising which 
was formerly devoted to selling more 
and more new tires and now are 
using their advertising to teach the 
public how to get along with fewer 
tires and get more wear out of those 
that they already own, we think that 
it is advisable and good business for 
shoe stores selling hosiery to educate 
their customers to get more steps out 
of each pair of hose that they buy. 
We suggest a card, with tips on sav- 
ing hosiery, to be placed in each pack- 
age that goes out of your store to a 
woman customer. 





nate wearing them. 


buying. 


4. Handle with care. 





SUGGESTIONS FOR INCREASED HOSIERY MILEAGE 


1. Buy at least two pairs of the same color and weight at a time, alter- 


2. Keep a record of the date you buy the hosiery and how long they 
wear. Put down price, grade and brand. This prevents mistakes in future 


3. Wash stockings after wearing. Store in a box or drawer that is light 
proof and average room temperature. 











Division of Opinion Develops in Discussion of 
Sales Outiook for Coming Season, but Commit- 


tee Believes Co-operative Publicity Effort by 
Industry Is Desirable—Suggests Ideas for Mer- 


chants to Use in Men's Sport Shoe Promotion 


GEORGE B. HESS 


Chairman of the Men’s Shoe Style Commit- 
tee of National Shoe Retailers Association 


AT a recent meeting of the Men’s Style Committee of the 
National Shoe Retailers’ Association held in New York, 
there was an interesting discussion of the place of sport 
shoes in the retail business this coming Summer. 

Quite a marked division of opinion developed on this 
subject. One group contended that there would not be 
enough sport shoes of all descriptions, including brown 


Early Sport Shoe Promotion 
Urged by Men’s Style Committee 


and white, brown and cream, all-white, two-tones and 
woven, to meet the requirements of the public. Reasons 
given for this opinion were increased manufacture of 
military shoes, expected continuance of the strong buy- 
ing movement on the part of the public that has existed 
since Dec. 1, and plans on the part of many in the indus- 
try to curtail the manufacture and purchase of all-white 
shoes for men in view of last Summer’s sales results. 

Another group in the committee took the opposite 
view and predicted that the supply of sport shoes would 
exceed the demand, basing their judgment on the num- 
ber of three and four-pair sales of black and tan shoes 
made in recent months, reduced retail demand following 
income tax payments and the possibility that men not 
in uniform may feel conspicuous in sport shoes. 


AFTER careful consideration, the committee decided 
that nationwide promotion and publicity should be used 
to assist the sale of sport shoes this coming Summer. 
The members felt that a co-operative industry effort 
along these lines should be made. Shoe retailers in all 
communities were urged to band together for an early 
opening of sport shoes, and it was felt that every store 
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should be encouraged to join in this co-operative effort. 

Committee members were of the opinion that the 
cumulative effect of showing sport shoes at an early date 
would have a profound influence on sales. Promotion 
dates should be decided by each community with the 
thought that an earlier showing than usual is desirable. 
Naturally, weather conditions must be a controlling in- 
fluence in planning these showings. It was felt by the 
members of the Men’s Style Committee that March 15 
would be a good date in the South, Southwest and many 
portions of the Far West, and that April 15 to 30 would 
be about the right time for the rest of the country. 
Through early publicity, the committee believes it may 
be possible to merchandise sport shoes on a sounder 
basis during the coming season and to eliminate some 
of the loss that has been occasioned by July and August 
reduction sales in past years. 

In connection with the nationwide publicity which 
the committee recommended to promote the sale of 
men’s sport shoes during the coming Summer, it was 
suggested that releases be made to newspapers and other 
publications which would emphasize the following facts: 

[TURN TO PAGE 45, PLEASE] 
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potlighted ON] 
5th Avenue 


TOP: The “TIP OFF” new 
version of the wall toe last. 
A walking shoe type adapt- 
able to defense styles. 


BELOW: Distinctly new with 
its modern bottom propor- 
tions. For full-round, closed 


toe types. 


Each of these new United 
creations is accepted b 
leading 5th Ave. retailers. 
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Style 6 i 


Studi ) 
—- Visit our displays at the Belmont 
MARBRIDG 21 T 


ey —— Plaza, Rooms 1044-45-46, March 
22-23-24 or at the Style Studio 
in the Marbridge Building. 


UNITED LAST COMPANY 


“es *9 
ae ae See asts 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 





UNITED LAST CO., Brockton, Mass. EMPIRE LAST WORKS, Rochester, N.Y. KRENTLER BROS. CO., Milwaukee, Wis. 


FITZ BROS. CO., Auburn, Maine 
UNITED LAST CO. LTD., Montreal, P.Q. 


T. W. GARDINER CO., Lawrence, Mass. STEWART & POTTER CO., Brooklyn, N.Y. KRENTLER BROS. CO., St. Louis, Mo. 
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What the War Has Done to Fashion 


An address by Max Sommer, of Sommer & Kaufmann, San Francisco, given 


as one of a series of sales training lectures to a group of young women of 
the store's selling staff. Due to the loss of man power to the Army and to 
defense industries, Sommer & Kaufmann is training young women to take 
their places in selling shoes. The object of this address was to give them 


JN San Francisco it was one of those 
dismal do-nothing days, in New York 
it was cold and sparkling, in Chicago 
it was snowy and stormy, and in New 
Orleans it was sultry and slimy. Since. 
shortly before eleven in the morning, 
San Francisco Time, the world had 
changed on that Sunday morning of 
December seventh, nineteen-forty-one 
—since early morning it had been war 
in the Pacific. That day changed the 
destiny of nations and peoples and 
rulers. Eventually it will change the 
whole world. The thing that happened 
that fateful Sunday morning already 
has affected every phase of our life 
—even such a frivolous phase as 
fashion. 

Fashion is a social phenomenon. 
It springs out of the sort of life we 
live. It is both a reflection and a re- 
flex of headline news. Headlines create 
more fashions than any other mani- 
festation in modern life because fash- 
ion feeds on the contemporary life of 
the times. 

Fashion was made on that fateful 
morning of December seventh, nine- 
teen-forty-one just as surely as his- 
tory was made because fashion is an 
important phase of history. Some 
people wrongly think that the war has 
put an end to fashion. Nothing could 
be more false. Women are not going 
to dress themselves in drab things for 
the duration—they may afterwards. 

There never was a war in the his- 
tory of the world in which there was 
a complete blackout of fashion. Fash- 
ion, on the contrary, helps in no little 
way to keep the morale of: a Nation 
at war. There are fifty million women 
in the United States who would sacri- 
fice their clothes for our fighting forces 
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an insight into the fashion picture. 





MAX SOMMER 


but they know that that would be the 
wrong thing to do. The Government 
knows that would be the wrong thing 
to do. The creation and the buying 
and selling of fashion not only will 
help pay for the war but also will help 
win the war. 

Two great fashion themes have al- 
ready come out of the American en- 
trance in the present World War. The 
first war fashion is the one we are 
hearing so much about in these early 
days. It is the utility fashion which 
includes uniforms and the shoes and 
other things that go with uniforms; 
simple, plain work-a-day frocks and 
the shoes and other things that go with 
these frocks; strictly tailored suits and 
the shoes and other things that go with 
these suits; slacks and sweaters and 
overalls and the shoes and other 
things that go with them; practical 
war coats and the shoes and other 
things that go with these coats. 

You all saw the statement by Brig- 


adier General Lewis B. Hershey—a 
headline “U. S. Faces a Shortage of 
Men”—and a terse meaningful story 
that as time goes on more and more 
women will find themselves working in 
the Nation’s war industries, and that 
more women must immediately get 
into peacetime industry to take the 
places left by men who are going into 
the army and into defense work. You 
all realize that this firm is encouraging 
women to come into this business, 
not to throw men out of jobs but to 
take the places of those needed by our 
country to fight as well as to work in 
“the mightiest armaments production 
efforts of all time.” 

More and more will women get into 
the Nation’s work in order to replace 
ten million men needed in fighting and 
in defense. These women will want 
practical business clothes, practical 


working clothes, practical defense — 


clothes— and the shoes and other 
things that go with these clothes. 
This is the utilitarian fashion that al- 
ready has been created by the headline 
news of the war. 

You girls who are starting to work 
here will want some of these utility 
fashions for your kind of work. Thou- 
sands of women will want war fashions 
intended for their kinds of work—and 
so we have our war fashions in clothes 
and the shoes and other things that 
go with these war clothes. Some silly 
people say that fashion will end right 
there—that “there won’t be any more” 
——just practical work-a-day things. 
That’s the spirit that doesn’t win wars. 
That’s the spirit that loses wars be- 
cause that’s the spirit that destroys the 
morale of a Nation. 

[TURN TO PAGE 31, PLEASE] 
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A FACTUAL 
RECORD OF PROGRESS 


United engineering has 

brought about improvements 

that conserve cements and 

solvents at a time when the 

elimination of waste is vital 
in shoe manufacturing. 











SOLVENT 
APPLYING 
GRID MACHINE 








G/C SOLE CEMENT 
APPLYING MACHINE 
‘MODEL A 
Fitted for Viscous 
solvent. 














GAC SOLVENT 
APPLYING MACHINE 
MODEL B 
Barrel type nozzle. 
Straight feed. 














GC SOLVENT APPLYING 
MACHINE — MODEL C 
Automatic Operation 
Cross Feed 
Barrel Type Nozzle 











ITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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What the War Has Done to Fashion 


{CONTINUED FROM PAGE 28] 


That brings me to the second class 
of war fashions—clothes as glamorous 
and feminine as creators can design 
them; provocative, alluring, intriguing 
fashions that fire the imagination— 
even sexy and semi-nude fashions. 
These are the very interesting fashions 
that you will see and wear in the in- 
between hours, in the hours of relaxa- 
tion, when war workers and defense 
workers will want to escape from the 
sordid realities and the sad eventuali- 
ties of war. They'll be worn less and 
for shorter hours in a busy war world 
but that will tend to make them all the 
more glamorous, all the more provoca- 
tive, all the more alluring, all the more 
enticing, all the more sexy, all the more 
nudist. 

You can’t any more deprive wartime 
women from wearing such fashions than 
you can prohibit the soldier boys from 
going out with girls. It’s as necessary 
for morale as setting up exercises and 
discipline. 

Miss Estelle Hamburger, one of 
America’s foremost stylists, in talking 
about what life will be like this Spring, 
said: 


“A Nation in which morale was never 
higher, 

Freedom never dearer, 

Life never more purposeful .. . 

With men wanting women to look 
more beautiful than ever” 


So this Spring you are going to see 
women engaged in all kinds of neces- 
sary work wearing all kinds of utility 
war fashions, jumping into beautifully 
and fashionably designed glamorous 
war fashions to lift their morale and the 
morale of boy friends and husbands out 
of the frightfulness of war. 


There’s another reason why women 
are going to dress that way. There’s 
going to be a shortage of desirable 
men, and there are a lot of women who 
are too smart and clever to let that 
shortage leave them out in the cold. 
Who are the women who are going to 
get more than their share of a limited 
number of men? Those who dress in 
drab uniforms—and they will look 
drab after we become accustomed to 
them? Those who shun make-up— 
those who forego all feminine blandish- 
ment? Not as long as men are men! 
Not as long as women are women! 

So you are going to have al] kinds 
of glamorous war fashions, little dainty 
dresses that look like suits and femi- 
nine suits that look like dresses— 
clothes that can be worn to work and 
presto-chango, look like cocktail gowns 
later in the afternoon. There will be 
moire, alpaca, and shantung suits— 
charming little outfits, provocative, yet 
practical, to be worn with fragile 
feminine blouses, flirtatious hats, and 
delicate exciting shoes. Dinner and 
date dresses will be shimmering crea- 
tions of sheer materials—not woolen 
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dresses because the army needs all the 
wool—with lace. There will be prints 
as joyful and colorful as a flower show. 
And these glamorous clothes will be 
provocative in design, clinging slit 
skirts, a glimpse of colorful non-silk 
hosiery, a high cloggy sandal that places 
the woman on a pedestal in the eyes of 
her man. Yes, indeed! 

And now, before I give you some of 
the earmarks of the new shoes that are 
now beginning to come in, I want to 
digress to tell you that I haven’t woven 
this style story out of nothing—just to 
hear myself talk. In my limited way I’ve 
tried to give you some of the underlying 
currents and planes of wartime fash- 
ions, and the reasons for them. I don’t 
ask that you memorize these ideas. I go 
further than that. I ask that you make 
this your credo—your philosophy of 
style. There will be plenty of customers 
in this store every day who have wrong 
ideas about wartime fashions. Some 
will say that style has no place in the 
wartime scene, that women must sacri- 
fice fashion in order to win the war— 
and all the time you will know that such 
a thing would be a calamity and could 
not win the war. 

Of course there should be economy. 
Money should not be thrown away on 
every sort and kind of fashionable gad- 
get. Money should be well spent on well 
selected clothes of good quality. “The 
best you can afford to buy is the best 
buy,” according to Vogue. What women 
cannot afford to do during wartime is 
to forget entirely that they are women. 
So take this credo of wartime selling— 
use it in a pedantic I told-you-so way 
that will arouse resentment—merely 
suggest it by a word here and there. If 
you use this as your selling philosophy 
during 1942 you will have a good year 
and a good time. You will sell plenty of 
the two classes of wartime fashions in 
shoes, accessories, and clothes. 

You will sell many of the utilitarian 
fashions which consist of working and 
walking shoes designed for action, 
which vary from plain simple oxfords 
like the ones worn by our soldier boys 
and their officers to the more dramatic 
casual calfskin shoes that flash and 
flicker with nailheads or stand in the 
elegance of their. mannish touches. 

You will sell even more of the fash- 
ions that are glamorous if for no other 
reason than they are more perishable 
and do not wear so long. These fashions 
flaunt color with dash and daring— 
shoes that give the spice of color to a 
costume—shoes that are selected to 
match the flower on the hat, the print 
of the dress, the belt of a suit, a bright 
bag or gay gloves—red shoes, green 
shoes, pale leg-looking colored shoes, 

[TURN TO PAGE 45, PLEASE] 

















“SELLING HEALTH SPOT 
SHOES IS A PLEASURE” 


says 


Mr. L. R. Conley 
MANAGER 


HEALTH SPOT SHOE SHOP 
212 E. 11TH STREET 
KANSAS CITY, MO. 


In one sentence, Mr. Conley ex- 
presses his profound satisfaction 
as a Health Spot Shoe Shop 
operator. He is not only happy 
in his work—he is successful. 


The Health Spot Shoe Shop plan 
of profit-sharing assures the 
operator a comfortable income, 
which is derived from a regular 
salary and a liberal share of the 
store’s profits. 


In addition to this unique in- 
come plan, there is a great deal 
of satisfaction in fitting Health 
Spot Shoes and helping custom- 
ers find foot comfort. 


There are opportunities open for 
men with ability to operate ex- 
clusive Health Spot Shoe Shops. 
Here’s a real chance to capital- 
ize on your ability. Here’s the 
opportunity you’ve been waiting 
for. 

As you build up the store’s vol- 
ume, profits go up—and so does 
your income. 


Send for an application blank 
today! 


HEALTH SPOT SHOE SHOPS, INC 


INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 
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Springtime Foot Health 
For Younger Generation 
[CONTINUED FROM PAGE 19] 


convincing ad-points. To these points 
add photographs of the actual fittings. 
Driving home to both parents and 
children the importance of correct 
shoes during the Spring buying peak 
will do more than win immediate sales 
—it will gain lasting friends beth for 
the idea of foot health through correct 
shoes, and for the stores that are 
known as assured sources of accurate 
shoe fitting. Remember always that, 
in addition to those your campaign may 
help to educate, there is another size- 
able group of informed, intelligent 
mothers who will take their children 
only to a store that she is certain can 
render the service she demands. With 
all the attention that is being paid to 
the subject of child-health, this group 
is ever-increasing. So your campaign, 
individually and collectively carried on 
by qualified stores, has a double value. 
And we will need a strong, healthy 
generation to take over after this war 
is over. They will have to be able to 
“take it” quite as much as the young 
folks who are doing so much today. 


Shoes “Typed” in Spring 
Window Promotion 


CuicaGgo, ILu.—Shoes received major 
attention in a recent fashion promotion 
by Marshall Field & Company, being 
accorded a good percentage of display 
in a majority of the store’s most promi- 
nent windows on State Street. Each 
type of shoe was given special atten- 
tion in a separate window. 

One window of low heel, tailored 
type shoes was labeled, “Walking Shoes 
—On Duty from Morning to Twilight.” 
Another window contained gabardines 
of all types and was labeled “Gabar- 
dine Goes About on the Busiest Feet in 
Town.” Play shoes dominated in the 
most colorful window, which contained 
shoes of just about every possible color 
and labeled “Cheer for Color—Clear 
and Challenging.” 


No Priorities on Fashion 
[CONTINUED FROM PAGE 17] 


Nobody knows what may be the next 
step to be taken by the War Production 
Board in the curtailment of commodi- 
ties for civilian use. According to a 
recent talk by H. Stanley Marcus before 
the Fashion Group of New York, we 
should be prepared for a mandate from 
the WPB in the near future definitely 
enforcing certain  curtailments. Mr. 
Marcus, as apparel consultant of the 
textile, clothing and leather division of 
the War Production Board, speaks with 
authority. Although he did not refer 
specifically to any individual commodi- 
ties, the shoe industry will have to give 
serious consideration to the possibility 
of drastic changes in its present favor- 
able position. Our industry has always 
been in the van of progress. This time 
will not be an exception. 
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Shoe and Leather Men Start Bond Drive 





New England Association Organizes Campaign to Sell Defense 
Bonds to All Companies in the Trade by Means of 


Payroll Allotment Plan. 


Committees Appointed 


to Cover Trade Divisions. 


Boston, Mass.—Leading members of 
the shoe and leather trades with plants 
and offices located in Greater Boston 
met Wednesday of last week at the 
offices of the New England Shoe and 
Leather Association to organize this 
industry’s drive for the sales of U.S. 
Defense Bonds to all companies in the 
trade and their employees. Acceding 
to the request of representatives of the 
U. S. Treasury Department, George A. 
Dempsey, former association president 
and sales manager of the Farmington 
Shoe Manufacturing Company of Dover, 
N. H., has accepted the chairmanship 
of this committee. 


To Contact Every Company 


Each company in the trade will 
shortly be contacted by some member of 
the committee and will be assisted in 
securing the approval of each employee 
to the deduction of a fixed amount from 
his payroll each week to be used for 
the purchase of Defense Bonds, Series 
E. It was emphasized by Treasury rep- 
resentatives that such a plan had to 
work if we were to prevent inflation 
and compulsory payroll taxes by the 
federal government. 

Serving with Mr. Dempsey on this 
committee, which was organized by the 
New England Shoe and Leather Asso- 
ciation, are Maxwell Field, association 
secretary, and the following leaders of 
the Boston leather and shoe trade: 

Men’s shoe manufacturers — Vice- 
Chairman: Benjamin Stone, Stone-Tar- 
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low Co., Inc., Brockton; William E. 
Doyle, Doyle Shoe Co., Brockton; Roy 
T. Johanson, Eagle Shoe Mfg. Co., Inc., 
Everett; John A. Curtis, Curtis Shoe 
Co., Inc., Marlboro; Robert Goldstein, 
Plymouth Shoe Co., Middleboro; N. P. 
J.yons, Saco-Moc Shoe Corporation, 
Portland, Me.; J. McCarthy, A. G. Wal- 
ton & Co., Inc., Chelsea. 

Women’s Shoe Manufacturers—Vice- 
Chairman: Robert H. Adams, Chas. 
Cushman Co., Auburn, Maine; George 
Barkin, A. R. Hyde & Sons Co., Cam- 
bridge; A. W. Berkowitz, Bourque Shoe 
Co., Raymond, N. H.; H. O. Rondeau, 
H. O. Rondeau Shoe Co., Farmington, 
N. H.; Frank S. Shapiro, Consolidated 
National Shoe Corp.; J. A. Izenstatt, 
Jay Shoe Mfg. Co., Cambridge; Samuel 
Slosberg, Green Shoe Mfg, Co., Boston. 

Upper Leather Companies — Vice- 
Chairman: Edwin Cady, Griess-Pfleger 
Tanning Co., Boston; Kingsley Barnes, 
Kaye & Barnes, Inc., Boston; Carl F. 
Danner, American Hide & Leather Co., 
Boston; Charles E. Nichols, American 
Hide & Leather Co.; William F. Hickey, 
John R. Evans & Co., Inc., Boston; 
Joseph T. McCauley, Allied Kid Co., 
Boston; William M. Slattery, Slattery 
Bros., Inc., Boston. 

Cut Sole Tanners—Vice-Chairman: 
Eugene L. Wyman, United States 
Leather Co., Boston; John E. Daniels, 
John E. Daniels Leather Co., Boston; 

[TURN TO PAGE 34, PLEASE] 
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Canadian Leather 
Production Up 


MONTREAL, CAN.—The value of pro- 
duction of the Canadian leather indus- 
try in 1940, the Dominion Bureau of 
Statistics reports, was $28,474,387, an 
increase over the preceding year of 
$2,889,415, or 11 per cent and an in- 
crease over 1938 of $8,813,288, or 45 
per cent. The 1940 total is the highest 
recorded since 1928. 

Sole leather produced during the 
year was valued at $8,844,834; upper 
leather at $13,070,090; and other items 
at $6,367,674. The amount received for 
custom tanning was $191,789. 


Average Values Higher 

Average values were higher in 1940 
than in 1939 for most items; oak sides 
—the most important item under the 
head of sole leather—advanced from 
32.5 cents per pound to 35.8 cents; in 
upper leather, the item of cattle and 
horse hides rose from 18.2 cents to 20.8 
cents and that of calfskins from 26.8 
cents to 29.3 cents. 

Ontario, where the tanning industry 
is centered, records a production value 
in 1940 of $24,972,452, or 88 per cent 
of the total for Canada; Quebec’s pro- 
duction was valued at $3,109,917, or 11 
per cent of the total, while that of the 
other provinces, combined, was $392,- 
018 or 1 per cent. 

The number of employees in the in- 
dustry dropped from 4312 in 1939 to 
4166 in 1940, but the amount paid in 
salaries and wages rose from $4,688,- 
836 to $4,890,838. The 1940 salary and 
wage bill is the largest recorded in the 
period 1928 to 1940. 

The cost value of all items used un- 
der the classification of hides, skins 
and tanning materials was $19,224,720, 
of which $15,590,023 was expended for 
hides and skins; $1,604,477 for tanning 
extracts; $377,987 for oils and greases; 

[TURN TO PAGE 48, PLEASE] 
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Colorful Spring Shoes Sell in Denver 





Customers Show Decided Preference for Gay, Light Weight 
Patterns and Higher Prices Arouse No Resistance 


DENVER, CoLo.—All sorts of delight- 
fully different ideas to vary the_per- 
ennial spring shoe scene are noted in 
the various displays of Denver’s Six- 
teenth Street shoe retailers. 

Women are saying in their accep- 
tance of the lovely head-turning beauty 
of the new Spring styles that glamour 
feet will stamp out gloom and as a re- 
sult of their purpose shoe policies of 
some of Denver’s leading buyers have 
been changed this season. 

No longer can my-lady get through 
the day with one pair of shoes. Feet 
will go stepping in before-five-o’clock 
shoes or after-five-o’clock shoes and in 
both daytime and evening wear definite 
new trends have become fixed. 

Women’s activities in defense de- 
mand the defense type for daytime and 
the determination to keep cheery and 
bright calls for the high styling of 
dress shoes. 

These shoes of many styles are all 
shown in the Denver shops, where 
some trend to one type or the other 
and some shops have enlarged their 
stocks to include both. 

With their annual January clearance 
sale nicely done and out of the way 
shelves at The Fontius are bulging 
with the new stock. Nonchalant sandals 
with ingeniously woven vamps, low 
walking heel in tiger snake skin; bright 
notes in Dragon Red, Parakeet, Wild 
Rice, Zebra all with matching bags in 
high cost brackets are seen. 

Attractive to the woman in volun- 
teer work are the polished oxfords of 
calfskin or soft kidskin in turftan, blue, 
black, brown or white. A heavy Spring 
business is expected at this shoe store. 

Never in the first showing of Spring 
styles was color ever so predominating 
as it is this season is the opinion of 
W. J. Carty, buyer at the Denver Dry 
Goods Co. Customers are going in 
for the light weight, open heel, open 
toe sandalized types, the gayer the bet- 
ter, in the existing circumstances. High 
in popularity are tans, reds, and navy 
doeskin with snakeskin trimming. 
Classics form the background of the 
picture and the tailored pumps, spec- 
tators, step-ins of black, navy, brown 
with snakeskin trimming are not being 
overlooked. Mr. Carty guards against 
over-purchasing and feels confident of 
a fine season’s business. 

Three members of this department’s 
staff have been taken in the draft. 
Their places have been filled by wo- 
men and older men. Three latest pat- 
terns of extreme foot flattery offered at 
this shde department include punch- 
work on patent leather, in a spike heel- 
ed pump, with tailored bow atthe wide 
throat; patent and grosgrain pump 
with punchwork and stitching, the bow 
combining the two materials; patent 
open toe sandal studded with brass 
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Dates to Remember 


Official Opening of American 
Leathers for Fall, 1942, by Tan- 
ners’ Council of America, and 
N.S.R.A. Style Conference, Wal- 
dorf-Astoria Hotel, New York. 

March 23, 24, 1942 

Mid-Western Shoe Travelers’ Show, 
Cornhusker Hotel, Lincoln, Neb. 

March 24, 25, 26, 1942 


Annual White Shoe Show, Greater 
Buffalo Shoe Retailers’ Associa- 
tion, Hotel Statler, Buffalo, N. Y. 


April 12, 13, 1942 
NATIONAL FOOT HEALTH 
WEEK. April 20-25, 1942 
Introduction of Fall Footwear Fash- 
ions, St. Louis Shoe Manufac- 
turers Association, New York 
City. May 4, 5, 6, 7, 1942 
Volume Shoe Manufacturers’ Fall 


May 10, 11, 12, 13, 1942 
Central States Shoe Fair, Hotel 
Morrison, Chicago, Ill. 
May 17, 18, 19, 20, 1942 
Annual Convention New York Shoe 
Retailers Association, Hotel 
Statler, Buffalo, N. Y. 
June 14, 15, 16, 1942 
Golf Tournament Central Pennsyl- 
vania Shoe and Leather Associa- 
tion, Lancaster Country Club, 
Lancaster, Pa. June 19, 1942 





eyelets on the criss-cross strapped 
vamp. 

R. O. Mattingly, manager at Gano- 
Downs, invites his customers to walk 
into Spring in the exclusive footwear 
offered in his shoe department showing 
new heels, new details for a new look 
afoot. Mr. Mattingly announced this 
week upon his return from New York 
that women’s styles shown there ‘were 
the most extreme he had ever seen. 
That women are accepting them is evi- 
denced by his repeat orders in the 
highstyled dressup shoes. Rocker bot- 
tom, platform soles, reptiles in beige, 
yellow, tan, blue, red, green, woven 
patent sandals are all among the most 
extreme in color and materials ever 
offered at Gano-Downs, and they are 
going rapidly. 

Lowell N. Chaney, buyer at Daniels 
and Fisher store, has changed the pol- 
icy there to include in larger quantity 
these high styled patterns. Top styles 
in these are shoes in patent leather 
with faille, in blue kid with faille, cut- 
out toes. Favorites “in the dressups 
for morning, afternoon and cocktail 
time are Spring arrivals in tailored 
pumps with boxed toe in turf tan with 
brown lacing on buckle; blue calf 
pump with stitched bow; roller pump 
with boxed toe in patent leather with 


gabardine or blue kid with gabardine; 
all types with heels of varying height. 
Wheat linens in British tan are gain- 
ing in favor. Mr. Chaney recognizes 
the definite lines between before-five 
and after-five styles and is building up 
his stock to meet the fullest demand. 

Greater than ever before is the color 
craze at the May company. Right now 
red doe skin is first with calf skin and 
lizard a strong second. Classic pumps 
and oxfords with heavy accent on the 
patent leather make the background. 

Neusteters hold to the high styled 
type with the rocker bottoms coming 
first. Multicolors and petunia shades 
are among favorites there. 

The suit trend brings out the de- 
mand for color shoes at Joslin’s where 
cream and alligator leather is oversell- 
ing snake skin. Lower heels are the 
trend there for suit ensemble. 

Prices range higher every where in 
Denver but meet no resistance. A 
heavy colorful SPRING is the shoe an- 
swer here. 


Shoe and Leather Men 
Start Bond Drive 
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S. N. Nectow, A. C. Lawrence Leather 
Co., Boston; Archie A. Rogers, Proctor- 
Ellison Co., Boston; Daniel E. Watson, 
Watson Cut Sole Co., Boston. 

Allied Trades—Vice-Chairman: Col. 
Charles T. Cahill, United Shoe Machin- 
ery Corp., Boston; Harry J. Kenerson, 
United Shoe Pattern Co., Boston; A. S. 
Burg, A. S. Burg Co., Boston. 

Shoe Wholesalers — Vice-Chairman: 
Maxwell Gaddis, Hutchinson - Winch, 
Boston; A. Shapiro, A. Shapiro, Inc.; 
Boston; James A. Lippman, James A. 
Lippman Co., Boston; Francis B. Mas- 
terson, Hub Shoe Co., Boston; Jack 
Sandler, A. Sandler Co., Boston; Stan- 
ley Lane, Lane Bros., Co., Boston. q 

Shoe Retailers—Vice-Chairman: 
Marcus McWeeney, Kennedy Clothing 
Co., Boston; Gordon McNeil, Thayer 
MeNeil Co., Boston; A. W. Fish, Wm. 
Filene’s Sons Co., Boston; Philip B. 
Bayes, Solby Bayes Co., Boston. 


Menihan Buys 
Factory Building 


ROCHESTER, N. Y.—Purchase by the 
J. G. Menihan Corporation of the old 
Gunlach Optical Company building at 
739 Clinton ‘Avenue, South, which the 
shoe factory has occupied for the past 
four years, is announced. The place 
was bought from William A. Suiter, 
Webster, N. Y., and the price was $32,- 
500. 
The corporation, of which J. G. Meni- 
han is president, had an option to buy 
the property, which was well adapted 
to making over as a location for the 
manufacture of shoes and it is now 
fully equipped for that purpese. Com- 
pany prospects for the coming season 
are excellent. 
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Good Neighbor Policy Brings 
Increased Sales 


Jack Altman of the Jack Altman Shoe 
Store, Chicago, Finds It Pays to Enter 
into the Community Spirit, Contribute to 
Its Welfare and Support Its Activities. 


Ir pays to be a good neighbor. That this is as true in 
the shoe business as in any other walk of life is the 
contention of Jack Altman, who operates a family shoe 
store at 2 N. Cicero Avenue, in one of Chicago’s out- 
lying shopping districts. Being a good neighbor in his 
shoe business means, as Mr. Altman see its, pride in 
the appearance of his store, participation in civic events, 
support of community affairs, and a genuine interest in 
his neighbors who are also his customers—all policies 
which in return pay dividends. 

There are certain basic policies of operation needed 
for success in the retail business anywhere. These, Mr. 
Altman believes, are salesmanship, display, service, and 
a good advertising and promotional program, all of 
which belong as much to the small neighborhood store, 
such as he operates, as they do to a large downtown 
shop. For that reason, he believes, just as is done in 
large downtown stores, in.keeping his store modern in 
all respects and in keeping his name before the public. 

Some time ago, in keeping with this policy and also 
through pride in neighborhood appearance, Mr. Altman 
had the front and windows of his store completely re- 
modeled. The size of the windows was increased to a 
depth of 12 feet. In this increased space he displays 
the same number of shoes as before, 40 women’s, 40 
men’s, and 30 children’s. Their improved setting has 
resulted in many new customers, who had never been 
in the store before, and more sales of better shoes. In 
men’s shoes, the average sale before the remodeling was 
in the $3.95 to $4.95 brackets but is now $5.95 and 
over. The women’s average has increased from $4.95 
to $6.50 and the children’s from $1.95 to $2.65 and up. 

The remodeling itself coincided with Mr. Altman’s 
policy of keeping his name before the public. His ad- 
vertising program is probably one of the most extensive 
and largest used by any neighborhood store of a com- 
parable size. He advertises regularly in all of the neigh- 
borhood papers; during the remodeling these told the 
store of the progress of a “new store at an old location.” 
But Mr. Altman does not stop with newspaper advertis- 
ing. During the season he sponsors a girl’s softball 
team which draws large crowds to the neighborhood 
games. Additional zest is added through Mr. Altman’s 
offer of a pair of hosiery for every girl who hits a home 
run. He makes his name well-known among the ath- 
letes in the neighborhood by offering a pair of boxing 
shoes to every man scoring a knockout during the week- 
ly amateur bouts. He also offers prizes for handball 
and other tournaments in the local gymnasium and at 
three local bowling alleys gives a pair of men’s bowling 
shoes and a ladies’ purse for the high score each month. 
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Two of over 
100 smart In- 
Stock Styles 























Foot Transportation” 


FOR ACTIVE MEN 


These two winning numbers, in Wright Arch Preserver 
Shoes, are being presented to the Active Men of America as 
the ideal answer for.today’s enforced Foot Transportation. 
Millions of advertising impressions are telling the story. 









Both in rich brown handstained calf, they score equally on 
appearance and by giving scientific foot comfort. Stock Num- 
ber 232 in the Seneca pattern, rates the spotlight because it 
tops the sales tabulation on new styles; and Stock Number 
348, because it leads the custom style field in spring orders. 











There are many other fast-moving models with the ‘exclusive 
Wright Arch Preserver fea- 
tures. Drop us a line to see if 
one of the few franchises now FEATURES 

° ' ° . 1. Patented 
available is in your city. Write Shank 
2. Metatarsal 


E. T. Wright & Co., Dept. Raise 


BS3, Rockland, Mass. cj A 


4. Correct 
Arch 


WRIGHT tite 


Arch Preserver Shoes 
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The shoe merchant who is a good neighbor can well 
afford to give something to his customers now and 
then, Mr. Altman believes. “And I am of the opinion 
that this should be a real gift and not simply something 
that can be bought cheaply in wholesale lots and there- 
fore is of no value.. When we celebrated our remodeling 
we gave each woman a bridge set of good quality mate- 
rial, the type which retails for a dollar, and the men a 
good tie rack and tie selector. One year at Christmas, 
instead of running a sale, we sold shoes at the regular 
prices, and offered, as our Christmas gift to our cus- 
tomers, a fine set of boudoir lamps. The result was the 
best regular December shoe business we ever had, plus 
a lot of pleased customers, who were impressed with 
the idea of receiving a Christmas present from their 
shoe merchant. The children are especially important. 
Every child that enters the store, whether a purchase is 
made or not, receives a small gift such as a balloon. 
With purchases we try to give good toys and keep up 
to date with the fads and trends for children. Giving 
so many things away does cost something, but we have 
found that it more than pays.” 

All of these are most important in the merchandising 
program of the store, Mr. Altman believes, but empha- 
sizes none are so important as is good salesmanship. 
“Without salesmanship everything else—a_ beautiful 
store, a huge advertising program, and all that goes 
with it would prove of little value when it comes to the 
profit side of the ledger. 

“Too many shoe salesmen make the mistake of taking 
the lines of least resistance and never try to up their 
sales or trade up their customers. Too many make the 
mistake, when a customer wearing cheap shoes enters 
the store, of again fitting their customer with cheap 
shoes and making no effort to sell a better pair.” 

As an example of what can‘ be done through sales- 
manship and through personal interest in a customer, 
Mr. Altman cited this true story which will serve as 2 
fitting and closing proof of the fact that he practices © 
what he preaches: 

A little old lady, very shabbily dressed, hobbled into 
the store oné morning, wearing a pair of $1.95 shoes. 
Her first complaint was that her feet caused her constant 
trouble and she could scarcely walk. Mr. Altman, who 
waited on her, told her she needed more comfortable 
shoes and fitted her with a pair selling for $6.50, tell- 
ing her why she should wear that type. When the old 
lady agreed with him, he also told her that she needed 
arch supports and fitted her with a pair of these at 
$6.50. Meanwhile, not one word had been mentioned 
about price. He also told her that she should really 
have two pairs of similar shoes so that she could change 
them frequently. She agreed, said, “I'll take another 
pair now.” He wrapped up both pairs of shoes and the 
arch supports, told her the price, and she handed him 
a $20 bill, thanking him for his assistance. Thus what 
might have been less than a $5 sale became a $19.50 
sale. 
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Shoe Sales Pace Apparel 


Group Gains 


Wasuincton, D. C.—A sales gain of 18 per cent for 
January, 1942, compared with January, 1941, was regis- 
tered by independent retailers, according to an an- 
nouncement released by J. C. Capt, Director of the 
Census. This 18 per cent spread over the same month 
a year ago indicates an upward trend compared with the 
gains of 7-13 per cent recorded in the final quarter of 
1941. The increase this January is a further expansion 
over the gain of 14 per cent in January, 1941, over 
January, 1940. January, 1942, sales were 36 per cent 
under the preceding month, reflecting the usual seasonal 
characteristic. 

Apparel stores experienced a sharp acceleration in 
sales gains. The volume of buying which occurred in 
January, 1942, resulted in a gain over the same month 
of the preceding year that surpassed even the margins 
achieved in the Fall of 1941. The gain for the apparel 
group amounted to 44 per cent, paced by shoe stores 
and men’s clothing stores with sales up one-half. De- 
partment stores participated in the sales expansions 
with a 38 per cent gain over January, 1941. 

Food stores and general stores also maintained spreads 
over 1941 which followed the trends in preceding months 
toward larger dollar volumes. Dollar sales by food 
stores rose more than one-fifth in January from Janu- 
ary, 1941. General stores recorded a stronger advance, 
up 31 per cent compared with a gain of 12 per cent for 
the year 1941. The 12 per cent increase for drug stores 
is similar to those recorded in December and for the 
year 1941. 

Divergent trends occurred in the durable-goods 
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OF YOUR PROFITS! 
trades. Hardware stores continued to enjoy improve- 


ments in sales volumes, up 39 per cent from a year ago. | ZOURI STORE FRONTS, with safe, secure cush- 
Stores in the furniture-household-radio group regained : y 


their margin over the previous year from the narrowing 
margin in the final quarter of 1941. 





ion grip on show window glass, offer progres- 
sive merchants everywhere the best cushion 
against the uncertain times ahead. Now, while 
sales are good and while most Zouri dealers 
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boy and hoping by habit he will become a shoe fitter. 





























Those “three-week wonders” between hiring and wide- | on nn — 

open-shoe-fitting of taking any and all customers—are ] 

over. Those boss has got to come off his desk chair and ; 

become a teacher at the fitting stool. Some of the veteran 

fitters at the fitting stool need to be refreshened. That's f | | ST0 RF 
the cry today in the shoe stores of the country—feet fit hoe SF J AA 

for fighting—and everyone is in the fight. WRITE FOR STORE FRONT BOOKLET FRON TS 


If we are ever to lick over-the-counter selling, this is feta anlin Set tke are cap Sey Sin a — 
the day and date for it because, believe it or not, cus- 
tomers will go back to the shoe store when the shoe 





Zouri Store Fronts, Niles, Michigan | 
Rush my copy of the new illustrated booklet on Zouri Store Fronts | 
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store gives them the one thing they come in to buy—a NAME 

fit of shoes to the feet rather than reconciling feet to | | appress Pee ae ah ae tS 

the shoe and size on the shelf. So off to your duty— | ! gy staTe__ + 
fitting America for footwork and give it the best. | Tine 1 LTE RTE 
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Michigan Travelers Plan 


Annual Party 


Detroit, MicH.— Michigan Shoe 
Travelers’ Club have completed ar- 
rangements to carry on their annual 
St. Patrick’s Day Party, to be held at 
the Northwood Inn, on Tuesday, March 
17. Clarence Armbruster is chairman, 
with I. Warshawsky and E. C. Arm- 
strong as co-chairman for the event. 

Plans for a death benefit fund are 
being worked out for the Club, under 
President Frank A. Huetter. Plans to 
complete enrollment and share the costs 
equitably between participating mem- 
bers are being worked out. 

The Travelers’ Board, under chairman 
Charles Harris, is working on a joint 
program of action with traveling men 
in other industries, in order to make 
a proper representation to the appro- 
priate tire and automotive rationing 
authorities. Details have not been 
worked out, but a solution to the pres- 
ent difficulties facing traveling sales- 
men is being sought, possibly through 
doubling up of men in two or more lines 
who will make their calls together. 
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U. S. Shoe Production Up 


PRODUCTION OF BOOTS. SHOES, AND 
SLIPPERS, OTHER THAN RUBBER 


Telelilgiilslalfislgieia 


Washington, D. C. — Production of 
boots, shoes and slippers, other than 
rubber, for January, 1942, amounted to 
39,542,536 pairs, a gain of 3.4 per cent 
over the 38,254,946 pairs which were 
produced in December, 1941, and an in- 
crease of 7.4 per cent over the 36,803,- 
295 pairs which were produced in Janu- 
ary, 1941, according to a monthly re- 
lease by the Department of Commerce, 
Bureau of the Census. 

Production of shoes for the govern- 
ment, both dress-type and work-type, 
amounted to 2,125,740, a gain over the 
figures of 1,700,326 produced in Decem- 
ber, and over 1,086,378 produced in 
January a year ago. 

in the civilian classification, produc- 
tion of men's dress and work shoes for 
January came to 9,858,248 pairs, a de- 
crease from the 10,322,011 pairs which 
were produced in December, but an in- 
crease over the 9,167,911 pairs which 
was the figure for January, 1941. 

Production of youths’ and boys’ shoes 
in January amounted to 1,399,285 pairs. 
This was slightly lower than the figure 
for December — 1,620,513 pairs, but 
higher than that for January, 1941— 
1,359,410 pairs. 

Production of women's shoes in Janu- 
ary rose fo 15,319,652 pairs from 12,- 
725,309 pairs produced in December. 
This latter figure was much lower than 
the figure for January, 1941—14,543,880 
pairs. 

3,818,439 pairs of misses’ and chil- 
dren's shoes were produced in January 
compared with 3,887,870 pairs in De- 
cember and 3,909,394 pairs in January 
@ year ago. 

Production of infants’ shoes fell from 
2,296,134 pairs in December, 1941, to 
2,145,288 pairs in January, 1942. This 
figure was slightly lower than that for 
January, 1941—2,148,030 pairs. 





Correction 


In a news item in the February 28 
issue of BooT AND SHOE RECORDER, it 
was stated that George W. Snyder had 
been buyer for Hens & Kelly shoe de- 
partment, Buffalo, New York. This was 
incorrect. Ben Samelson has been buy- 
er of shoes for Hens & Kelly since Au- 
gust, 1940. 


Boot and Shoe Officers Named 


For Charitable Campaign 


New YorkK—Samuel G. Staff, of 
Julius Grossman Co., has been named 
chairman of the 1942 War Emergency 
Campaign of the Boot and Shoe Divi- 
sion of the United Jewish Appeal, it 
was announced recently. At the same 
time it was disclosed that Max L. Fried- 
man, Diamond Shoe Company, had been 
named honorary chairman and Benja- 
min Schwartz, Schwartz & Benjamin, 
Inc., co-chairman, for the imdustry’s 
drive. 

The following committees have been 
selected to supervise the various di- 
visions of the industry: Wholesalers 
Committee—Alexander L. Baris, Baris 
Shoe Co. Inc.; Louis Edelstein, Lion 
Shoe Company; Leonard Friedman, B. 
Friedman Shoe Co. Inc.; Samuel A. 
Schneider, Crescent Shoe Company; 
Simon Weiner, Simon Weiner Shoe Co. 

Ladies’ Retail and Specialty Commit- 
tee—A. S. Aronson, The Coward Shoe, 
Inc.; Manuel Gerton, Saks, Fifth Ave- 
nue; Arthur A. Livers, Frank Broth- 
ers; Maurice Miller, I. Miller and Sons, 
Inc. 

Chain Store Committee—Louis Fried, 
Siegel and Fried, Inc.; Benjamin Kell- 
ner, Kitty Kelly Shoe Corp.; Murray 
M. Rosenberg, Miles Shoes; Milton 
Simon, I. Simon and Co., Inc. 

Shoe Manufacturers Committee—An- 
drew Geller, Andrew Geller Shoe Mfg. 
Company; Morgan Grossman, Julius 
Grossman Co.; Dan Palter, Palter De- 
liso, Inc.; Benjamin D. Schwartz, 
Schwartz and Benjamin, Inc. 

Men’s Retal Committee—Jesse Adler, 
Adler Shoes. 

Department Store Committee—Ben- 
jamin Berkowitz, Stern Brothers; 
Harry Cohen, Abraham and Straus; 
Milton Friedberg, Bloomingdale’s; Wil- 
liam Glazer, Oppenheim Collins & Com- 
pany; Milton Goldberg, Macy’s; Stanley 
Weiss, Hearn’s. 

Marbridge Building Committee—Al- 
fred Vamos and Larrie H. Sass. 

Polish and Findings Committee— 
Maurice Blog, Blog Shoe Company; 
Edwin Farian and Percy E. Hart, Kno- 
mark Mfg. Company. 

House Slipper and Stitchdown Com- 
mittee—L. A. Carlin, Knight Slipper 
Mfg. Co.; Sam Epstein, Eastern Foot- 
wear Corporation. 

The campaign of the United Jewish 
Appeal will have for its purpose the 
raising of funds for the Joint Distri- 
bution Committee, now engaged in re- 
lief work among Jewish victims of war 
and oppression all over the world; for 
the United Palestine Appeal, which is 
helping Palestine to continue its contri- 
bution to the Allied war effort in the 
Middle East; and for the National 
Refugee Service, which is helping put 
refugees in our own country on the 
road to American citizenship. 

The opening date for the industry’s 
campaign will be announced shortly. 
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Stress Quality, Not Price 


by J. H. WOLACH 


Shoe Buyer for all departments for Crews- 
Beggs Dry Goods Co., Pueblo, Colo. 


THE Crews-Beggs Dry Goods Co. has been operating 
successfully in Pueblo for the past 53 years. This busi- 
ness has been built on good faith, sincerity and an hon- 
est endeavor to give the people the best they can for the 
money. For these reasons, we feel that we cannot stress 
too strongly the fact that today we should not sacrifice 
quality for price. 

Merchandising three separate shoe departments, a 
basement store, upstairs better shoes and a budget shop, 
all with the one thought of maintaining quality offers a 
somewhat diversified problem. 

It is not a particularly hard job to maintain quality 
at the present prices in better grades, so the problem 
has not been very difficult there as yet. Prices on the 
top grades have been advanced 75 cents to a dollar at 
retail, but in the main the established prices have re- 
mained stationary. Most of the increases on the bet- 
ter shoes have been absorbed, but right now the ques- 
tion arises of how long this will be possible. 

The basement department represents a different pic- 






































ture. It is just as important to maintain quality here in 
the low end merchandise and at the same time to cater 
to the masses, since Pueblo for the most part is a work- 
ing man’s town. All we have out here is a steel mill 
which employs a substantial number of men; there are 
no defense plants or government projects in operation, 
however, so that the flow of money is not very great 
at the present time. It is surprising what good shop- 
ping around the market can produce in helping us to 
keep up the quality of basement goods. 

Consumer satisfaction is bound to come from quality 
and not from price buying; for that reason prices in 
the basement have been increased a little in order to 
keep to the established standards. / 

All shoe advertising stresses quality rather than price 
in all departments. Results lead us to believe these are 
the right tactics in today’s selling approach, at least for 
the time being. So far this policy has brought more cus- 





tomers into the shoe departments and this means more 

money for the store. Our trade does not object to pay- | 
ing a little more for shoes. In fact, it seems that they | 
would rather pay more and get better merchandise than | 
pay less for inferior goods. 

Normal requirements are being purchased the usual 
way on women’s style shoes. It is felt good business, 
however, to build up a little reserve on staple shoes for 
men, boys and children. Not speculating, of course, 
but just merchandising for a longer pull than previ- 
ously, 

Stocks will be kept liquid. Turnover is still as im- 
portant today as it has been in the past. Higher mark- 
ups are essential in order to take care of increased 
taxes and cost of doing business. 





| 
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No more new orders for Sportimer 
Play Shoes this season—thank you! 


However, we will try to ship fill-in 
orders during the season for those 
who are now featuring our line. 


This we can say: A new and at- 
tractive Fall Footwear line is being 
designed. Watch for it! 


Ceeveet 75 


TM, REG, U.S. PAT. OFF. 


SPORTIMERS 


485 FIFTH AVENUE, NEW YORK CITY 
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QUALITY 
WOMEN'S SHOE JOBS 
FROM 
AMERICA’S FINEST FACTORIES 


BARIS SHOE CO., INC. 
79-81 Reade St., New York City 
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Moccasins 





MOC-ABOUTS 


Reg. U. 8S. Pat. Of. 
in Stock For 
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en Boys. 
Leek Stitched 
Rubber Orthope- 
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ented Flexible 
Process. 


-» Lowell, Mass. 
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Plan White and Sport 
Shoe Show 


BuFFALO, N. Y.—The Annual White 
and Sport Shoe Show, sponsored by the 
Affiliated Shoe Trades of Buffalo, will 
be held at Hotel Statler on April 12 and 
13, 1942. About 30 lines will be on 
display. 

Louis Rubin is chairman and is as- 
sisted by Edward Krug. The traveling 
shoe salesmen are considering a plan 
to hold a showing in all the key cities 
of the state about once every three 
months. 


Novel Baby Shoe Tie-Up 


PAWTUCKET, R. I.—Morton Shoe 
Store and Modern Shoe Store cooper- 
ated with other merchants to greet 
the first three babies born in 1942 in 
this area. Morton’s gave a pair of bou- 
doir slippers to each mother while the 
Modern donated a pair of shoes for 
each of the babies. 

To be eligible, the births had to be 
vouched for by a recognized physician. 
The births had to take place in this 
city, Central Falls, Cumberland or 
Lincoln, and had to be of parents who 
had lived in these places for one year. 
Also eligible were babies born in Provi- 
dence hospitals, if the parents were 
permanent residents of any of the 
places designated. 

“May we express our appreciation 
for your active interest in this impor- 
tant treasury undertaking,” the letter 
said. ; 
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Unusual Proportions in Men’s Shoe Shop 


ne ere 


St. Louis, Mo. — That it is utterly impossible for store traffic in the Scruggs- 
Vandervoort-Barney Department Store to shop without being pleasently reminded 
of men's shoes is the result of a complete revamping of the store's main floor 


men's shoe shop. 


The shoe department runs the full Jength of the store's men's furnishing shop; 
this is possible because of the unusual proportions of the new shoe shop—fifty 
feet wide and only fourteen feet deep. The wide open appearance thus obtained 
together with the fluorescent lighting used throughout against a background of 
white oak and walnut paneling has earned for the shop the title of “brightest spot 


in the store”. 


The newest Spring styles in men's shoes are displayed in recessed display cases 


that run the entire width of the shop. 





Gilkerson and James Form 
Sandal Craft, Ine. 


St. Louis, Mo.—Two well known 
shoe men, F. M. Gilkerson and T. F. 
James, recently organized a new shoe 
manufacturing concern under the name 
Sandal Craft, Inc., with factory at 
Okawville, Illinois, about 35 miles east 
of St. Louis. Mr. Gilkerson is presi- 
dent and Mr. James is vice-president. 

Mr. Gilkerson, one of the owners of 
the Air Step construction patents, has 
a rich background of experience in shoe 
manufacturing which from boyhood on 
took him through every department of 
the factory into management and sales. 
He made shoes in Canada and then in 
England, testing out the shoemaking 
ideas which later became the basis for 
the Air Step construction. More re- 
cently he served as general manager of 
the Little Welt Division of General 
Shoe Corporation. 

Mr. James was formerly a director 
and general sales manager of Brown 
Shoe Company. Although he retired 
from active participation in the shoe 
business a few years ago, he has main- 
tained close contact with it through his 
various business interests. 

The Sandal Craft factory has a ca- 
pacity for 1000 pairs daily. The prod- 


uct is classified as a woman’s street 
sandal—a cross between an ordinary 
play shoe and a regular dress sandal— 
in grades to retail from $3.00 to $5.00. 


Cantilever Shop Moves 


ToRONTO, ONT.— Cantilever Shoe 
Shop is moving from 18 Bloor Street 
West, to a downtown location, 163 A 
Yonge Street, opposite Simpson’s de- 
partment store. .To facilitate removal 
a sale was held in which shoes were 
grouped at reduced prices for quick 
clearance. 


Cahill Speaks on 
Shoemaking History 


FARMINGTON, N. H.—Col. Charles P. 
Cahill, an executive of the United Shoe 
Machinery Corp., gave an interesting 
talk on “The History and Romance of 
Shoemaking,” at a recent meeting of 
the Farmington Kiwanis Club. 

He displayed about 75 specimens of 
obsolete footwear, including samples of 
boots worn by Napoleon and other early 
American and European footgear. An 
early specimen manufactured in Farm- 
ington was presented to Col. Cahill, who 
accepted it in behalf of the U. S. M. C. 
Museum. 
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Left and Right Rubber Heels 


Build Your Profits 


On Today's Demand 
for Economy 





Your shoe repair customers want to conserve rubber. 
That puts the I-T-S Left and Right Rubber Heel, with 
its scientific principle of insuring longer level wear, 
square in the spot light. Longer level wear, insuring 
your customer longer walking comfort and heel pro- 
tection is today’s outstanding selling point in rubber 
heels. I-T-S has always emphasized customer service 


and value. Now is the 
time to capitalize on 
I-T-S Left and Right 
reputation and com- 
mon sense construc- 
tion. Feature I‘T-S in 
your own shop or 
specify I-T-S on all 
your contract repair 
work. 


THE I:T:S CO. 
ELYRIA, OHIO 
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MORE WEAR FROM THE SHOES YOU SELL 


ott More Wear trom & very Paie 
with Viseol Leatherann Saddle S. oaya 


A letter will bring an 
interesting FREE book- 
"Prolonging The 
Life Of Leather." 
tells the whole story of 
pre- 
correct 


for dressing. 


SHOE RETAILERS! 
Play an important part in No- 
tional Defense. Get more 
wear from every pair you sell 
by making sure that a can of 
Viscol Waterproof Dressing 
goes along with every sale you 
make. There are three Viscol 
Waterproof Dressings: Original 
Viscol, Triple-Action Viscol, and 
it Viscol Ski-Boot Dressing. Viscol 
Soap is a cleaner, conditioner, 
and polish, not a waterproof 


THE VISCOL COMPANY 
STAMFORD - CONNECTICUT 











Obituaries 


Oscar H. Cherrington, Jr. 


COVINGTON, Ky.—Oscar H. Cher- 
rington, Jr., 50, former shoe buyer, died 
recently at the home of his daughter, 
Mrs. Frank Burdick of South Hills, 
Covington. Mr. Cherrington was shoe 
buyer for the Smith Kesson Company 
of Cincinnati for ten years. He former- 
ly operated his own shoe business in 
Cincinnati, and for some time had been 
associated with William Hahn & Com- 
pany in Washington, D. C. Mr. Cher- 
rington was prominent in church af- 
fairs and was active in fraternal 
chapters of Newport Lodge 358, F. & A. 
M., and Gertrude Chapter, O. E. S., 
Newport. 

He is survived by his widow, Mrs. 
Elsie Cherrington; his daughter, Mrs. 
Burdick; his parents, Mr. and Mrs. 
Oscar Cherrington, Sr.; another daugh- 
ter, Mrs. John May of Boston; a broth- 
er, J. Brad Cherrington, and three 
grandsons. Services were conducted at 
St. John’s Evangelical Church, New- 
port; Masonic services were held in 
Fort Thomas. Burial was in Ever- 
green Cemetery. 


George H. Sommerfield 
MILWAUKEE, Wis.—George H. Som- 
merfield, 50, manager of the Odd Lot 


March 14, 1942 





Shoe Store here since 1920, until his 
retirement a month ago, died recently 
at his home here. Before joining the 
Odd Lot store in 1920, Mr. Sommerfield 
worked at the Schmidt Shoe Co., here. 
He is survived by his widow and four 
brothers. 


Frank J. Fox 


RocHestTer, N. Y.—F rank J. Fox, 69, 
former shoe manufacturer who was at 
orie time the largest maker of infants’ 
soft sole shoes in the United States, 
died at Strong Memorial Hospital re- 
cently. 

Nearly all of his life was devoted to 
making shoes for babies. He began 
learning the trade in 1885 and a few 
years later was foreman for H. H. 
Freeland, establishing his own business 
at Mill Street in 1902. 

Later, at different times, he was in 
partnership with Mr. Freeland and 
Sanford Baker, selling shoes to the 
trade in all parts of the country; earn- 
ing renown for the quality of his prod- 
uct. 

But changes came in the industry 
and during recent years he had been 
associated with the Newcomb-Anderson 
shoe factory, making his home with 
his daughter, Mrs. Leona Weiden- 
miller. 

Besides his daughter he leaves his 
widow, Anna Fox; a brother, John C. 
Fox, Chicago, and two sisters, Mrs. 


Adam Donsbach and Mrs. Catherine 
Marx, both of Rochester. 

Funeral services were conducted 
from his late home and from SS. Peter 
and Paul’s Church, Tuesday morning, 


March 10. 


Edward J. Fink 

MILWAUKEE, Wis.—Edward J. Fink, 
48, former office manager for the Fred 
A. Mayer Shoe Co. and recently an ad- 
visor for the Conaway-Winter Co., shoe 
pattern firm, died recently at the Wales 
sanatorium at Genesee, Wis. Affiliations 
included the Milwaukee Athletic Club; 
the North Hills Country Club; the 
American Institute of Accountants; the 
Wisconsin Society of C.P.A.; the Bishop 
Henni general assembly of the Knights 
of Columbus, and the Holy Name so- 
ciety of St. Sebastian’s Church. Sur- 
vivors include his widow, two sons, and 
two daughters. 


Joseph L. Skelly 


MapIson, Wis.—Joseph L. Skelly, 42, 
manager of the shoe department at 
Woldenberg’s, Inc., here, died recently 
at a local hospital following a lingering 
illness. Mr. Skelly had been associated 
with the Woldenberg’s shoe department 
for 10 years and prior to that had 
worked at the Huegel-Hyland Shoe 
Store here. He is survived by his widow, 
his parents, four brothers and three 
sisters. 
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Chicago Hanan Store to Move 


CuHIcaGco, ILL.— Announcement has 
been made that the Chicago store of 
Hanan & Son, Inc., will move shortly 
into a new location. The new store, 
which will be one of the outstanding 
modern shoe stores in the country, is to 
be located at 36 N. Michigan Avenue, 
corner of Washington. The opening is 
expected to be on or about May 1. 
Herbert G. Hanan is head of the Chi- 
cago retail store and the fourth genera- 
tion of the Hanan family to direct the 
business. He is the great grandson of 
the founder of the business which is 
now 92 years old. The Chicago store 
has been at its present location at 1 N. 
Wabash for 22 years. 





Open New Chieago Unit 
Cuicaco, ILL.—An outstanding mod- 
ern shoe store in the Feltman & Curme 


Chicago chain was opened recently at 
137 S. State Street. The new store in 


addition to extensive men’s and women’s 
departments also contains a large chil- 
dren’s department, an unusual depart- 
ure for a downtown. shoe store of this 
type. 
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Assumes Additional Duties 
For Cambridge Rubber 


CAMBRIDGE, Mass.—The Cambridge 
Rubber Company has announced the 
appointment of H. J. Kroto as vice- 
president of its Canadian subsidiary, 
Cambridge Rubber, Ltd., of Montreal. 
Mr. Kroto continues, also, as executive 





H. J. KROTO 


vice-president and general merchandise 
manager of the American company, a 
position which he has filled since May, 
1939, during which comparatively brief 
period of time he has multiplied pro- 
duction and has been closely identified 
with two of the industry’s outstanding 
successes—the zipper-fastened rubber 
boot for women and the casual shoe of 
hopsacking for men. 

Behind these accomplishments is a 
background of many years of experi- 
ence in designing and merchandising. 
The trail begins in Europe, from there 
leads to the West Coast of this country, 
enters Mexico and then proceeds in a 
straight line to this city, where Mr. 
Kroto now lives and has his work. 

Not very mary years ago Mr. Kroto 
was the general manager of a German 
corporation which, in addition to mak- 
ing 25,000 pairs of shoes a day (vol- 
ume production for that country), 
owned and operated 160 retail shoe 
stores. While acting in that capacity, 
he helped organize the Shoe Fashion 
Guild, regular meetings of which deter- 
mined the styles which would be worn 
on the Continent during the season un- 
der discussion. He also organized an- 
other guild, this one composed of the 
sons of successful manufacturers and 
retailers, which quickly became a power 
in the industry and which almost lit- 
erally forced the adoption by the hide- 
bound elders of revolutionary and ben- 
eficial changes advocated by the for- 
ward-looking youngsters. 

It was a popular type of sandal, how- 
ever, which provided Mr. Kroto with 
his first contact with the United States. 
Acquiring a part interest in a Czecho- 
slovakian factory making this type of 
footwear, he quickly stepped up pro- 
duction, lowered costs and then offered 
his merchandise to American impor- 






ters. A more solid connection was es- 
tablished later when, in addition to his 
other activities, he became sole agent 
throughout Europe for the J. F. McEI- 
wain Company. 

Coming to the United States in the 
early Summer of 1937, Mr. Kroto lived 
for a time in California and then, for 
one and one-half years, made his resi- 
dence in Mexico where, on what began 
as a pleasure tour, he saw the huar- 
ache shoe for the first time. Then made 
in small manufacturing units and with 
a limited distribution in this country, 
this type of footwear, Mr. Kroto sensed, 
had possibilities in the volume field. 
Applying the export merchandising 
knowledge gained while sending san- 
dals from Central Europe to America, 
he succeeded in interesting large buy- 
ers here. The manufacturing company 
which he organized at that time is still 
in existence and bears the name of its 
founder. Mr. Kroto is still the owner. 
Almost his sole concern today, how- 
ever, is to determine of what materials 
he can make leisure shoes and protec- 
tive footwear in the year 1943. He 
says he will find the answer; and will 
continue, in a factory originally dedi- 
cated to the manufacture of . rubber 
footwear, so to utilize his knowledge 
of shoe design as to make good style 
and good taste integral parts of the 
line. 


Wetzel Heads Milwaukee 


Retailers 


MILWAUKEE, WIs.— The Milwaukee 
Shoe Retailers’ Association, at its an- 
nual meeting at the Hotel Plankington 
in February, re-elected the following offi- 
cers: Jack Wetzel, Florsheim Shoe Shop, 
president; Fred C. Horton, Enna-Jettick 
Shoe Store, vice-president, and William 
F. Wuerl, Peschke’s X-Ray Shoe Store, 
secretary-treasurer. Mr. Wuerl has 
served continuously in this post since 
1921. Directors named are Joseph A. 
Schumacher, Henry Lemay and Arthur 
Paulsen. 

It was proposed that the association 
hold several future meetings in the 
stores of members so that dealers may 
get an idea of the manner in which 
their fellow merchants are operating 
along with the type of equipment and 
fixtures they have in use in their shops. 
A membership drive is also planned for 
the association. 

Dealers attending the meeting re- 
ported business generally to be good. 
None have experienced any difficulty in 
obtaining merchandise, and with the 
exception of rubber footwear, few re- 
ported any heavy advanced buying on 
the part of the public as a guard against 
possible future shortages. 

In women’s shoes, tans are reported 
as strong with beige and blue also good. 
Some dealers have also had calls for 
red. Patents and gabardine are in de- 
mand and open toe styles are still good 
sellers.. Moccasin patterns are in the 
forefront of the parade. 

Another meeting of the association 
is planned for some time after Easter. 
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Wisconsin Notes 

Mr. and Mrs. Charles Roussy have 
been vacationing in Florida. Mr. Rous- 
sy, pioneer Milwaukee shoe merchant, 
is a director of the Wisconsin and Mil- 
waukee Shoe, Retailers’ Associations. 


John F. Herbst, who entered the 
armed forces as a private, has been 
promoted to sergeant. John is known 
to many shoe retailers on whom he 
called as a salesman for the Herbst 
Shoe Manufacturing Co., Milwaukee. 


Miss Mary Elizabeth Skutley, a mem- 
ber of the office staff of the Freeman 
Shoe Corp. in Beloit, was married re- 
cently to Leonard A. Hawes. The 
couple is residing in Minneapolis. 


Mrs. Edwin A. Gallun, wife of the 
executive of A. F. Gallun & Sons Corp., 
is a member of the first Milwaukee 
County Red Cross class to become 
nurses’ aides. 


The 40th anniversary of the first au- 
tomobile brought to Janesville was 
noted recently. The car, a product of 
the Remington Auto Co., Utica, N. Y., 
was purchased by the late E. Tracey 
Brown, shoe dealer, and cost $1,000. 


Shoe Store Changes 
Ownership 

DETROIT, MicH.—Change in owner- 
ship occurred recently at Earl’s Smart 
Shoés, popular priced women’s shoe 
store in the heart of the lower down- 
town district. This store, established 
some years ago in the Majestic Build- 
ing by Earl C. Gregg, has been taken 
over by S. and J. Simowitz Company of 
Augusta, Ga., who run a chain of 23 
stores, all in various cities in Southern 
states. 

Policy of the store remains generally 
unchanged. Open stock display with 
mass merchandise appeal is used. 

Lewis Berger, who was formerly with 
Simowitz in the South up until six 
months ago, is new manager of the 
store, coming here directly from Phila- 
delphia. Mr. Berger looks forward to 
a very good business season, particu- 
larly after the automotive industry 
completes its changeover to wartime 
production, and believes there will be a 
big volume of spending for consumer 
goods in the near future in this area. 


To Manage E-J Store 


ROCHESTER, N. H.—Ernest Berube 
of Lewiston, Me., has been named as 
manager of the Endicott-Johnson Shoe 
Store on North Main Street, this city, 
to succeed Al Lemieux, who has begun 
duty in the Army at Fort Devens in 
Massachusetts. 

The new manager has been connected 
with company stores in Maine and New 
Hampshire. 
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F. Irving Sears Celebrates 
40th Year with Bates 


Wesster, Mass. — F. Irving Sears, 
president and treasurer of the Bates 
Shoe Company, on March 12 celebrated 
the fortieth anniversary of that day in 
1902 when he entered the employ of the 
company as factory superintendent, un- 
der the late A. J. Bates. In a compara- 
tively short space of time he had risen 
to be head of the business. 

When Mr. Sears joined the Bates 
executive staff, Bates shoes were dis- 
tributed through a company-owned job- 
bing house in New York City. Today, 
under Mr. Sears’ leadership, distribu- 
tion to thousands of retailers in all 
parts of the country is achieved 
through the Bates in-stock department, 
and the company has an enviable repu- 
tation in the medium-priced field. 

Prior to his connection with the 
Bates Shoe Co., Mr. Sears had received 
his early training with the Common- 
wealth Shoe & Leather Co., of Whit- 
man, Mass. 


Shoe Men Active in Trade 
Bureau Work 


SPOKANE, WASH.—Merle Emry, who 
is associated with his father, Fred G. 
Emry, in the operation of Emry’s men’s 
store which is an important merchan- 
diser here of men’s shoes, is becoming 
increasingly active in civic affairs. 

Mr. Emry has just been chosen presi- 
dent of the Spokane Retail Trade Bu- 
reau and as such has announced the 
appointment of the Retail Trade 
standing committees for 1942. In- 
cluded in these appointments are sev- 
eral prominent shoe retailers and a 
number of department store executives. 

Art Schulein, of Schulein’s shoe 
store, is chairman of the itinerant mer- 
chants committee, and Otto Warn, of 
Warn & Warn shoes, is on the parking 
and traffic committee and on the con- 
vention committee. 


Urged to Pay Income 
Taxes Promptly 


Boot AND SHOE RECORDER has been 
requested by the Secretary of the Trea- 
sury to bring to the attention of its 
readers, and especially to those who 
will pay Federal income taxes for the 
first time this year, the importance of 
discharging this obligation as early as 
possible. By so doing they will be mak- 
ing an added contribution to the suc- 
cessful prosecution of the Nation’s war 
effort. 


Introduce New Leather 


New York—G. Levor & Co., Inc., 
has introduced a new leather under 
the name Sunita Flexy, described as 
an innovation in polished graining. 
It comes in black, blue, golden tobacco, 
Turftan, Town brown and Kona red. 


A nation at war 
needs feet that are 
fit... not only in the fight- 
ing forces, but on the home 
front, too. This year, Na- 
tional Foot Health Week 
is a project of vital im- 
portance. It’s an oppor- 
tunity to sell the value of 
Foot Health to the millions 
of workers in the arsenal 
of democracy. 


Join fellow-merchants in 
the all-out promotion of 
National Foot Health 
Week. . . and install an X- 
Ray in your store to doa 
better job of ‘fitting shoes 
to keep feet fit.” It con- 
vinces customers that 
you'll help to Keep ‘em 
Stepping on the 

March toVictory! 


Order NOW For 
April 


inaugurate your X-Ray Fittin 
Service during Foot Healt 
X-Ray Shoe 
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MILWAUKEE . WISCONSIN 





include Niagara and Chautauqua Coun- 
ties, and the merger of the Main Street 
Shoe Club was voted on by the board of 
directors at a meeting held recently at 
MacDoel’s. 

The board named Charles W. Reis 
as its chairman, and reappointed Harry 
J. Deters as its business manager for 
the eighth consecutive year. The Buf- 
falo association represents 97 per cent 
of the retail shoe business in Buffalo 


WILLIAM IsELIN & Co., INC. : 


FOUNDED 1808 
‘Jectors, ee 


ior Manufacturers 
and Selling Agents 
of Shoes, Leather 


Our factoring service makes it possible 
for the shoe executive to devote full time 
te production and selling activities—the 
real source of profits. 


al 


Inquiries invited 


357 Fourth Avenue 


. Branch 
LYNCHBURG, VA. GRAND BRAPI 
Ps 


Offices 
DS, MICH. LOS ANGELES, CALIF. 
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Indianapolis Sales 
Back to Normal 


INDIANAPOLIS, IND. — While local 
sales of footwear show little gain dur- 
ing the past weeks, the volume is about 
on an even average with sales in 1941. 
“Scare” buying appears to be subsid- 
ing, and with the waning interest in 
advance purchases, there is a more nor- 
mal distribution of sales volume. Mod- 
erate weather has encouraged an early 
movement of Spring footwear, provid- 
ing a large portion of the present vol- 
ume of business. 

Ladies’ and misses’ shoes are selling 
fairly well, but not any particular style 
or color. It appears that all styes are 
in demand with more and more empha- 
sis on low heels. Spring footwear is 
just beginning to get’ off to a fair start 
in most of the downtown stores and it 
is reported by leading shoe men that 
all styles available are being shown un- 
til white shoes make their appearance. 
Some increase in beige shoes is re- 
ported, with brown in all shades, and 
blues are among the very few colors 
offered. There is some call for kelly 
green and here and there red shoes are 
being sold, but in no large volume. 

There is a big demand for double 
soles in men’s shoes, in antique leath- 
ers, especially in the darker shades. 
Moccasin styles are by far leading the 
parade: Rubber soles are practically 
out of the picture. Spring styles are 
mostly two-tone tans and brown and 
white combinations with medallion tips 
and moccasin toes. There is not an 
array of color in men’s shoes, and no 
one cares to predict what lies ahead. 


To Manage Springfield 
Shoe Department 


SPRINGFIELD, Mass. —Irving Miller, 
formerly with the shoe department of 
Albert Stéiger & Co., department store, 
has been made manager of the shoe de- 
partment in the Barbara Stone store. 
He came to this city from Greenfield, 
where he conducted his own shoe store 
for six years. Mr. Miller is a native 
of Boston. 
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Shoes from the Arctic 


Ernest Whiddon explains the detachable 

fur-lined inner section of an Eskimo shoe 

to his father, D. G. Whiddon, owner of 

Whiddon's Shoe Store, Dallas. The shoes 

cost young Whiddon two packages of 
cigarettes. 


DALLAS, TEX.—On returning home on 
furlough, after seeing some of the 
Arctic, Ernest Whiddon, son of D. G. 
Whiddon, and a shoe salesman himself, 
brought back some Eskimo footwear. 

Just like the postman who took a 
hike on a holiday, young Whiddon’s 
first interest in the people of the north- 
ern part of the globe was to learn 
about their footwear. Eskimo girls are 
pretty, says Whiddon, but they wear 
their teeth out before they are grown, 
chewing on leather to soften it so they 
can work it. 

The inside parts of their shoes are 
made of a moccasin shaped skin with 
the fur next to the foot. A hard leather 
outer covering goes over this. 


Buffalo Group Plans 


Expansion 


BuFFALO, -N. Y.—Expansion of the 
Greater Buffalo Shoe Retailers’ Asso- 
ciation and Affiliated Shoe Trades to 


and Erie County. 

Fred Manning, the association’s new 
president, was given-a welcome by a 
large turnout. Twelve new members 
were admitted to membership and were 
the association’s guests. Plans were 
mapped out for a membership drive in 
the counties. 


Expect Defense Building 
To Spur Sales 


MapIson, Wis.—Shoe dealers in this 
city, as well as those in other towns 
West and North of Madison, are look- 
ing forward to a spurt in business 
shortly as the result of the new $65,- 
000,000 Badger Ordnance plant, prelim- 
inary construction work on which has 
already started in the vicinity of Bara- 
boo. 

Although the site of the plant is some 
40 miles Northwest of Madison, local 
merchants anticipate a 20 to 25 per 
cent boost in business, and it is regard- 
ed likely that stores in cities more nearly 
adjacent to the project will be blessed 
with still greater increases in sales. 

A peak construction payroll of $2,- 
500,000 weekly is anticipated between 
the months of July and December of 
this year with an estimated 25,000 
workers on the job. After construction 
is completed, the plant is expected to 
employ some 9,000 workers in normal 
operations, all of which should mean 
extra money for shoe merchants in 
Dane, Columbia, Sauk and other near-, 
by counties. 

In addition to this windfall, a $22,- 
800,000 enlargement program has been 
announced for Camp McCoy, which is 
near Sparta, situated some 60 miles 
Northwest from Baraboo. Construction 
work is scheduled to start at Camp 
McCoy shortly. 


Sales of Canadian Shoe Stores 


MONTREAL, CAN.—Retail sales of 
Canadian boot and shoe stores in Jan- 
uary, 1942, the Dominion Bureau of 
Statistics reports, showed a decline of 
44.8 per cent, compared with December, 
1941, but recorded an increase of 40.4 
per cent over January, 1941, and an 
increase of 77.7 per cent over January, 
1939. 

Sales in January of shoes and other 
footwear in 16 Canadian department 
stores reporting to the Bureau, totaled 
$1,327,428, an increase of 48.6 per cent 
over the $893,015 reported for Janu- 
ary, 1941. 
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MARBRIDGESBUILDING 


1328 Broadway 


47 West 34th Street 
New York 








BELLAIRE SHOE COMPANY 


Al BELLAIRE SHOR 


Basically, Bellaire Shoes are made for 
women of all ages who lead busy lives — 
in careers, in their h , or in outsid 
activities. Bellaire Shoes, with medium 
heels and low heels have patented comfort 
features with no sacrifice of their good 
style and good taste. 


Write for Spring 1942 Catalog 
of In-Stock Styles 


$5 10 $6 


RETAILERS 


* 





PORTLAND, ME. 


M EY 4 W ¥ER IN 





Early Sport Shoe Promotion 


[CONTINUED FROM PAGE 26] 


White leathers and many white, 
cream and other sport leathers for the 
sport shoes available in 1942 were fin- 
ished before Dec. 7, 1941, and many of 
these shoes were completed before war 
was declared. 

Because of this fact, it is economi- 
cally sound for the public to purchase 
sport shoes. 

A purchaser of sport shoes will en- 
joy the comfort afforded by the lighter 
weight shoes and at the same time be 
able to save his black or tan shoes which 
may be difficult to replace next Fall. 

The possibility that it may be impos- 
sible to tan, white, cream and other 
sport leathers for the 1942 season makes 
the present stock of sport shoes impor- 
tant as a possible last opportunity for 
the consumer to purchase this type of 
shoe for some time to come. 

Sport shoes should be purchased early 
and worn through the Summer. 

White shoes and white combination 
shoes are helpful in protecting people 
in blackouts because of the fact that 
they can be seen better than can dark 
shoes. 

George B. Hess, of N. Hess & Sons, 
Baltimore, Md., is chairman of the 
Men’s Style Committee of the National 
Shoe Retailers Association. 
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What the War Has Done to Fashion 


[CONTINUED FROM PAGE 31] 


Balenciaga shoes, even spring violet 
shoes. 

You will see and sell—yes, you will 
wear flirtatious pom-pom slippers and 
daintily bowed and ornamented sling 
pumps with open toes and backs. 

You will sell plenty of dressy and 
even frivolous tailored shoes for the 
dual role of dresses that look like suits 
and suits that look like dresses. 

You will sell shoes that snatch up 
vibrant colorings from striped, polka- 
dotted and plaid blouses that will be 
worn with suits. 

You'll have a swell time if you play 
with color and costume—if you romance 
the customer with your ideas of making 
clothes more glamorous with the shoes 
and accessories you present. 

And you'll have more fun than a 
circus with the more provocative war- 
time styles: strip-tease sandals—some 
with high platforms; some with rocking 
clogs—naughty little creations for flirt- 
ing feet that want to have their share 
of fun—even if the world is at war. 

You'll sell some of those Ballerina 
styles that look like the little hard-toed 
ballet slippers you used to take dancing 
lessons in—they’ll be worn by women 
who are up on their toes in morale all 
the time—and they’ll win little personal 


victories for their weagrers—and help 
win the war. 

In these times you'll find that selling 
shoes will be easier than ever in 1942— 
shoes both glamorous and utilitarian in 
fashion—because there is no article of 
apparel more favored today than shoes. 
It has been said that this now is “A 
Nation learning to walk—to save tires, 
gas, and wear on cars.” 

If you put understanding and en- 
thusiasm into your selling you will 
have the best year you have ever had. 


Looks for Colorful Spring 


In Women’s Shoes 


MEMPHIS, TENN.—It will be a lusty- 
colored Spring season for women’s 
shoes, according to George E. Mueller, 
women’s shoe buyer at Lowenstein’s de- 
partment store, here. Mr. Mueller is 
devoting an entire store window to 
Spring footwear from March 1, on- 
ward, and is building his Spring promo- 
tion around the beige family as number 
one in popularity; blues, second, and 
black patent ieathers, in the third posi- 
tion. 

He anticipates a much earlier start 
for 1942 on Summer casuals and play 
shoes than for any preceding year. 





Classified and Want Ads 





SALESMEN WANTED 


POSITION WANTED 


WANTED TO PURCHASE 








SIDE LINE SALESMEN, with established 
following preferred, for complete nationally 
advertised line Athletic Footwear, Riding Boots, 
Baseball Shoes, Golf Shoes, Military Boots and 
Shoes, Moccasins, and many other items fea- 
tured in 42 page catalog. Straight commission 
to start. Address $447, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York, 
N. Y. 





AVE OPENING FOR AN EXPERIENCED 

SHOE SALESMAN to sell popular priced 
In-stock Line of Ladies’ Novelty Footwear in 
Wisconsin. Qualifications must include road 
selling experience and a desire to make money. 
Address: Shu-Stiles, Inc., 1214 Washington 
Avenue, St. Louis, Missouri. 





WISCONSIN IS NOW OPEN for this well 

known trade marked line of Children’s and 
May be carried with 
SINBAC SHOE 
325 WEST MONROE STREET, 


Growing Girl's Footwear. 
another non-conflicting line. 
COMPANY, 
CHICAGO. 





ALESMAN WITH FOLLOWING to sell 

Factory Line of Lower Priced Tennis, Rub- 
bers, Sandals, Ladies’ Sport and Arch Type 
Shoes, States of New Jersey to Maine. Lowest 
prices on market and top quality in this price 
field. ROSY’S INC., 1936 SECOND AVE- 
NUE, NEW YORK CITY. 





ELL ANY OF THE FOLLOWING AS A 

SIDELINE. Women’s Popular Price Novel. 
ties, Sports, Orthopedic; Men’ and Boys’ Dress 
and Work; Misses Dress and Sports. Terri- 
tories: Michigan, Ohio, Pennsylvania, New 
York, Carolinas, Connecticut. Address £461, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York, N. Y. 





S ALESMEN to carry line of Women’s Beach 

Sandals and Slippers retailing $1.98. All 
territories open. ‘commission basis only. Ad- 
dress $467, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 


BUSINESS OPPORTUNITY 


S {ALL _ PLANT. MANUFACTURING SPE. 

CIALTY SLIPPERS, established over nine 
years, selling to department stores. Additional 
tine can he worked in. If you are looking for u 
good business on a small investment here is a 
wonderful opportunity. . Address $466, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York, N. Y. 








S HOE MAN thoroughly experienced in sales, 
“" buying and merchandising, outstanding suc- 
cess in Management of stores and departments, 
wishes to make change. Address $450 care, 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York, N. Y. 





CAPABLE SHOE MAN, thorough knowledge 
of better shoes, buying, merchandising, sell- 
ing, promotion and display. Address $463, care 
Boot & nee « ‘corder, 100 East 42nd Street, 
New York, 





HELP WANTED 


SHOE SALESMAN for Women’s Specialty 

Shop in Hartford, Conn, Salary and com- 
mission, with a guarantee of $40.00 a week. 
Reply by mail to Mr. Leon, c/o Worth, Hart- 
ford, Conn. 








SALESMAN FOR = og FAMILY SHOE 

STORE Near Elizabeth, New Jersey. Write 
Age, experience, and ~ Ro Address %465, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York, N. Y. 





FOR SALE 


IGHEST PRICE PAID FOR SHOE 

STORES OR SURPLUS STOCK. Also 
purchase GENTS’ FURNISHINGS, CLOTH- 
ING, DRY GOODS and other Merchandise. 
HENRY YOUNG, 353 CANAL STREET, 
NEW YORK CITY. TELEPHONE: CANAL 
6-4591. 





SELL YOUR Suareus STOCKS 


KIRSCH-BLACHER CO., INC. 
established 1915 sti 
pk —_s jobbers” and manufacturers. 














ETAIL SHOE STORE, Western Pennsyl- 

vania; Women’ s—Children’s Shoes, ranging 

$3 to $5. $50,000 volume; average stock 
$9,000. Favorable lease. Present owner going 
in Service April Ist. Address $448, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 








FOR SALE 
ESTABLISHED WOMEN’S CANCEL. 
LATION AND SAMPLE SHOE STORE, 
choice location Cincinnati, Ohio. In- 
ventory about $4,000; will reduce stock 
reasonably to suit buyer; sell at inven- 
tory; 4% year lease at $200. Write or 
see BOB BERNSTEIN, 17 South Lud- 
low Street, Dayton, Ohio. 


For Entire Stocks or Surplus Merchan- 
dise. This is a good time to dispose of 
them. We can use any quantity and 
pay the highest prices. 


CAMITTA SHOE COMPANY 


120 N. Fourth St., Philadelphia, Pa. 
Phone Lombard 2062 

















THREE Vipedex Foot Machines; 2 A€, 1 DC, 
New. $20.00 each. B. A. DRUCKER, 29 
WOODMERE BLVD., WOODMERE, Long 
Island, New York. 





BUSINESS FOR SALE 


P?OFITABLE Ladies’ and Children’s Shoe 

and Ready-to-Wear Store in Central Illinois 
County Seat town of 4,000: brand new frent 
and fixtures; fluorescent Lighting; a beautiful 
store. Out of town interests require sale. 
$5,000 will handle. Address £458, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 











ESTABLISHED FAMILY SHOE STORE 
featuring naticnally advertised line at popu- 
lar prices; Good lease and location; town of 
70,000 Central California; Ideal yearly climate; 
County Seat; rich agricultural and industrial 
center; Splendid opportunity right man with 
small capital; Beautiful modern store; about 
$5,000 to $6,000 will handle.” Reason for sell- 
ing—Uncle Sam wants me. Address $459, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York, N. Y. 


BUYERS OF 


MANUFACTURERS—RETAILERS 
SURPLUS STOCKS 


We buy for cash surplus or complete shoe stocks 
Branded or unbranded. Generous prices. 
Write, wire or phone. 


BARSH 
19 N. ee st. 


Philadelphia, P 
eee Pt arket 1608 » 











WE BUY 
Tew = —_ 
randed Sh such 
—— Enna Jectick. Vital- 


IBVIN RUBIN 
Jobe” 


“The House of 
89 Reade St., t.. Cor. Church 
Phone Barclay 7-7887. New York City 

















CLASSIFIED ADVERTISING RATES 
The rate for “Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum 
charge, $1.25. When a box number is desired twelve words should be added for the address. In ali other cases 
each word of the address should be counted. 
The rate for all display ; classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
&@ Advertisements for this page must be in our New York Office on Friday of the week preceding publication ™ 
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MOCCASINS 


BEAT THIS VALUE! 


* Genuine Leather Uppers 
Brown Panco Orthopedic Soles 
Rawhide Laces 
Raised Moccasin Toes 
Rolied Collars 
18 STYLES IN STOCK 
IMMEDIATE DELIVERY 


Catalog—Asco Athletic Footwear 








The Arnoff Shoe Company, Inc., 101 Duane St., N. Y. C. 











BUSINESS OPPORTUNITY 


BUSINESS OPPORTUNITY 


WANTED TO PURCHASE 











Contact 


WANTED 


double this quantity annually. 





with -Manufacturers 
Children’s Boots and Shoes who can supply upward of 
20,000 pairs annually, retailing $2 to $5. We would like to introduce their lines 
in Icelarti, as we have a client there who is interested and whom we think can 
Write full details at once. 


ADDRESS 462, CARE BOOT & SHOE RECORDER, 


of Men’s, Women's and 


100 East 42nd Street, New York, N. Y. 





| 
| 
| 
| 


SHOE RETAILER 


Will Pay More Cash to Retail Shoe 
Stores for your surplus stock of 
BETTER Grade Women’s Shoes, or 
will buy as an entirety. What have 

NK REFERENCE ON RE- 





Address a care BOOT & SHOE . | oe 
100 East 42nd Street, New York, N. 














LINE WANTED 


MERCHANTS’ NEEDS 





—_XPERIENCED SALESMAN wants Men’s 
or Women’s line — Men's preferred — for 
New England territory. Western line prefer- 
red. Address Box B-449, Boot & Shoe Re- 
corder, 140 Federal Street, Boston, Mass. 





\LESMAN HAVING LARGE FOLLOW- 

ING among best Department Stores and 
Chains in Metropolitan New York area desires 
line of Men’s Casual Shoes, Slippers, etc. Can 
produce quick results; strictly commission basis. 
Address $460, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 





FOR LEASE 


FLORIDA WOMEN’S SHOE CHAIN 

consisting of eight stores has available space 
and equipment in four of the stores to lease 
out for Men’s Shoe Department. All that is 
necessary is to move in the Shoes. The net 
rental is ten percent of gross business. The 
stores are all new and modern and in 100% 
locations. Four or five dollar retailers prefer- 
able. Address $464, care Boot & Shoe Recorder, 
100 East 42nd Street, New York, N. Y. 








Walker T. Dickerson 
Celebrates 70th Birthday 


CoLuMBus, OH10—Walker T. Dicker- 
son, president of the Walker T. Dicker- 
son Company, celebrated his seventieth 
birthday on Saturday, Feb. 21. 

Born in Owen County, Ind., Mr. Dick- 
erson got his first job as a kid salesman 
and “store polisher” at $5 a week in a 
country hardware store. Then came 
four years as bookkeeper in Indianapolis 
for the Indiana Shoe and Rubber Co. 

His first selling job was with the 
R. S. McKee & Son company out of In- 
dianapolis. In 1902 he came to Ohio 
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ALAS IIE 





as a salesman for the Julian & Kokenge | 
After 22 years with | 


Co. of Cincinnati. 
this company he became associated with 
the P. 
named vice-president and general man- 
ager. 

Coming to Columbus in 1924, he ac- 
cepted the position of general manager 
of the Lape & Adler Co., then a branch 
of Julian & Kokenge Co., and in 2% 
years was elected vice-president of 
Julian & Kokenge, as managing direc- 
tor of the Lape & Adler branch. 

In 1930 he purchased the controlling 
interest in the Riley Shoe Manufactur- 
ing Co., changing the name to the 
Walker T. Dickerson Co., manufactur- 
ers of the well-known arch-relief and 
arch-lock shoes. 

Mr. Dickerson was particularly proud 
of the fact that his only grandson, 
Owen Haltom Dickerson, a student at 





MERCHANTS’ NEEDS 





BRANNOCK 





Sullivan Co. and in 1919 was | 


SHOE FITTING DEVICE 
1. FIT BETTER—SELL MORE 


increase repeat sales 


| 2. ATTRACT NEW CUSTOMERS 
more professional skill 


3. CUT FITTING TIME IN HALF 


fewer try-ons; more sales 


Write for Scientific Folder and 
list of manufacturers offering 
Brannock Devices at special! co- 
operative price. 


Ohio State University, represents the 
sixth generation of the Dickerson fam- 
ily since the formulation and adoption 
of the Constitution of the United States. 
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Canadian Leather 
Production Up 
[CONTINUED FROM PAGE 33] 


$1,226,592 for chemicals and dyes; and 
$425,641 for miscellaneous materials. 
Compared with the preceding year the 
total cost value of all items shows an 
increase of $1,744,632 or 10 per cent. 
The weight of all hides and skins used 
during the year was 106,492,198 
pounds, compared with 108,979,961 
pounds in 1939. The reduction shown 
is due to the smaller number of calf 
and kid skins used; in 1939 the number 
was 1,702,704 with the weight of 14,- 
160,713 and in 1940 it was 1,280,754 
with a weight of 10,806,444. There was 
not much change between the two years 
in the number of cattle hides used, but 
the cost value per pound advanced 
from 11.3 cents in 1939 to 12.9 cents in 
1940. The war has affected, to some ex- 
tent, the importation of hides and skins, 
and the proportion of domestic produc- 
tion used by the tanneries has risen ac- 
cordingly. In 1939 the numbers for all 
kinds combined, were: foreign 2,596,- 
211; domestic, 3,064,995; and in 1940, 
foreign 2,219,674; domestic 3,163,723. 
Among the tanning extracts used the 
principal items in order of cost value 
are: quebracho, chestnut, chrome, valo- 
enea, oak and spruce. Large quantities 
of fish and other oils are used; while 
in the list of chemicals and miscellane- 
ous materials used the main items are: 
bichromate of soda, sodium sulphide, 
sulphuric acid, salt, sugar and lime. 
Canada’s exports of leather were 
down slightly during 1940, the total 
value of $6,521,486’ comparing with a 
total of $6,855,832 in 1939. The prin- 
cipal items of exports in order of value 
are: upper leather (not otherwise pro- 
vided, except patent upper sole leather) 
and patent leather (upper and other). 
The total value of Canada’s imports 
of leather was less than in 1939, $3,- 
167,285 in comparison with $3,218,396. 
The imports consist chiefly of calf, kid, 
goat, lamb, sheep and pig leathers. 
There are also mentioned in the im- 
ports, kangaroo and reptile leathers. 


Tanner Opens Boston Office 


SoutH Paris, Me.— Paris Leather 
Co. making side leather in the South 
Paris tannery, has opened a selling 
agency at 70-72 South Street, Boston, 
Willis Thorpe, manager. The product 
includes military, work and dress leath- 
ers. 


Sandford Joins Edison Bros. | 


St. Louis, Mo.—Harry Edison, presi- 
dent of Edison Brothers Stores, Inc., 
announced the appointment, effective 
April 1, of Charles H: Sandford as real 
estate manager of his company. Mr. 
Sandford was formerly real estate 
manager of the W. T. Grant Company 
of New York City, resigning that posi- 
tion last Fall. 
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A Buying Guide 
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TO ADVERTISERS IN THIS ISSUE 


ALLIED KID COMPANY, New York, Boston, Philadelphia 
AMALGAMATED LEATHER COS., Wilmington, Del. 


AMERICAN FELT COMPANY, Glenville, Conn. ........................ 
AMERICAN HIDE & LEATHER CO., Boston, Moss. ............... 


ARNOFF SHOE CO., INC.,. New York City 
BARIS SHOE COMPANY, New York City. 
BARSH & CEASAR, Philadelphia, Pa. .... 
BELLAIRE SHOE CO., Portland, Me. .. or 
BRANNOCK DEVICE CO., Syracuse, N. Y. .... 
CAMBRIDGE RUBBER CO., Cambridge, Mass. 
CAMITTA SHOE COMPANY, Philadelphia, Po. . 
CARR LEATHER CO., Peabody, Mass. 
COLONIAL TANNING CO., Boston, Mass. 
DEWEY & ALMY CHEMICAL CO., Cambridge, va 
DONOVAN, F. C., INC., Boston, Mass. ...... 


..3rd Cover 
.. Front Cover 
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DUNDE SHOE RE-SHAPING DEVICES, INC.., tes Rigi Col. 


DUNGAN, HOOD & CO., Philadelphia, Pa. .... 
DU PONT, E. |., DE NEMOURS & CO., 
EINSTEIN, J., 
EVANS, JOHN R., & CO., Camden, N. J. : 
GALLUN, A. F., & SONS CORP., Milwaukee, Wis. 
GOODWILL SHOE CO., Holliston, Mass. 
GOODYEAR TIRE & RUBBER CO., Akron, O. 
GREEN SHOE MFG. CO., Boston, Mass. 
GUTMANN & CO., Chicago, Ill. ; 
HEALTH SPOT SHOE SHOPS, INC., Danville, Ml, 
HUBSCHMAN, B., & SONS, INC., Philadelphia, Po. 
ISELIN, WILLIAM, & CO., INC., New York City 

1. T. S. CO., THE, Elyria, O. 


KIEFER, EDGAR S., TANNING co., Grand Rapids, Mich. . 


KIRSCH-BLACHER CO., INC., New York City 
KLEINERT'S, New York City 

LEVOR, G., & CO., 
LYONS & CO., INC., New York City 
MARBRIDGE BUILDING, New York City 
NASHUA SLIPPER CO., Lowell, Mass. ... 
NORTHWESTERN LEATHER CO. TRUST, 
OHIO LEATHER CO., Girard, O. 
ROBERTS-HART, INC., Keene, N. H. 
ROSS, A. H., & SONS CO., Chicago, Ill. 
RUBIN, IRVIN, New York City 

SETON LEATHER CO., Newark, N. J. 
STERLING LAST CORP., New York City 


TAYLOR, THOMAS, & SONS, INC., Hudson, Mass. ............ 


TROSTEL, ALBERT, & SONS CO., Milwaukee, Wis. 


TWEEDIE FOOTWEAR CORP., Jefferson City, Mo. ........ 


UNITED LAST COMPANY, Boston, Mass. 
UNITED SHOE MACHINERY CORP., Boston, 
VAMOS, ALFRED, New York City 

VISCOL COMPANY, THE, Stamford, Conn. 
VITALITY SHOE COMPANY, St. Louis, Mo. 


WRIGHT, E. T., & CO., Rockland, Mass. .... 2.6... ieee ence eee ee eee 


X-RAY SHOE FITTER CO., Milwaukee, Wis. 
ZOURI STORE FRONTS, Niles, Mich. 


INC., Gloversville and New York City . 


Boston, Mass... .. 
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INC., Arlington, N. J. 
INC., New York City ....................45. 
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*Cherry Patent 
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doing a Job.... serviceably ! 


GUTMANN & COMPANY ..TANNERS..CHICAGO 






































Our sleeves are rolled up 
... and how! 


W. SHOULD and we do welcome the opportu- 
nity for service in aiding the quick line-up 


for VICTORY. 


And, wée-did make enough and ship enough army 
leather to our customers last year to make a pair of 


8 shoes for everybody in the army at that time. 


The requirements of the Government are even greater — more 
pressing—now than ever. More is expected of us, and of you, and 


we are gearing our production accordingly. 


Only through co-ordinated co-operation all along the production 
line can this herculean JOB our FLAG faces be done. And it will 


be done! Only through co-operation can Victory be won. 


Our leather on display ... Booth 28 . .. Waldorf-Astoria ... New York... 
March 23 & 24. 
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ALBERT TROSTEL & SONS CO. Fine Tannage Since 1854 MILWAUKEE 
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laracter, and scuff- 
resistant finish. 


vor s Co. Inc. 


New York 





ell be looking for you at 


ee Pop in and see us— we've got a line! Meaning, of course. 


hi now, 
that our fine line of leathers speaks for itself. Rig 
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in the spirit of the times 
ALLIED KID COMPANY 


Presents a sound color program 


ee Alin a «nat 


Zo) Maalelal hiciaatia-ia MmelilsMa-tiell ia e : | 
Basic colors for the bulwark of the business, 
Promotional colors to hearten wardrobes, and spirits. 


The colors were selected after extensive research 


Which took into account the total fashion picture, and ; | 
The materials on which the colors depend. | 


in Booths 45, 46, 47, there will be 
A practical color story, with aids to merchandising 


and promotion. 
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Leading an assured way 
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ALLIED KID COMPANY 

Presents a variety of kidskin finishes 

For sensible working shoes, 

For fiattering, appeal-hour shoes. 

The well known surtaces of Glazed, Crushed and Doeskin 
Plus the 1942 adaptations 


Tol tlale Mel hmeM (teh ial-tameelii-taalels 


in Booths 45, 46, 47 


Which covers the field of women’s shoes, 


With ingenious design ideas in many types. 


Med Kid Company 
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Whether the accent’s on 





smartness or 
SCPruiCe .ece 








SINCE 1870 














Increase Consumer 
Acceptance! 


For shoes styled to provide greater ease and 
freedom of movement ...as well as for those 
designed to emphasize attractive appearance... 

DUNHOOD GLAZED KID ; 
meets every demand 





And if dressy, feminine loveliness is the pri- 
mary end to be achieved, then 


DUNHOOD SUEDE KID 
is the leather to use 





The superior quality of DUNHOOD Leathers 
comes from taking goatskins specially selected 
for a particular type of leather, and tanning 
them in accordance with the most modern, 
scientific methods. 











Dungan, Hood & Co., Inc. 


240 W. SUSQUEHANNA AVE., PHILADELPHIA, PA. 
83 SOUTH STREET, BOSTON, MASSACHUSETTS 


SALES AGENCIES: ST. LOUIS MILWAUKEE CINCINNATI SAN FRANCISCO NEW YORK CiTy 
C. A. Seiling & Company C. E. Becker & Co. W. D. Cost & Company MacPherson Leother Company, Inc. Biron & Cohan 
1709 Washington Ave. 647 W. Virginio St. . 307 E. 4th St. Main Office: 615 Mission St. 97 Gold St. 


Boot and Shoe Recorder 








IT’S NEW. . IT’S DIFFERENT 
AND IT’S RIGHT 


IT’S NEW because no kid leather of its character had ever 


been shown previously by this or any other tanner. 


IT’S DIFFERENT because in every process of tanning from 
the first operation on thru to the finish, the treatment has been 


changed to produce it as it is. 


IT’S RIGHT because since its introduction it has been used 
and approved by leading manufacturers because of its resis- 
tance to wear, its plump mellowness and eye appeal. 


KAFY KID is now available in all popular colors; and, four 
surfaces — Smooth — Boarded — Boxed and Grained, to meet 
most every creative shoe making requirement. 


Samples available upon request. 


a ae ae yo 
— 


‘AMALGAMATED LEATHER 


* 


WILMINGTON, DELAWARE 21 SPRUCE ST., NEW YORK 
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Wien there’s a snap in the.air 


— it’s a snap to sell shoes of 


Eskimo Galf 


Husky and water-resistant, this Gallun 
vegetable tannage has what it takes to 
sell your Fall and Winter shoes. Its 
sturdiness makes it a favorite for fine 
ski boots; its rich beauty adds eye- 
appeal to the best brogues. 

For all its virility, Eskimo Calf has a 
plump and Jasting softness that makes 
for hegypful comfort (which appeals 


Eskimo 
water-resistant 


Cretan Calf 
smooth but not glazed 


mightily in these days when men are 
walking more.) 


You make (or keep) a friend each time 
you sell a pair of Eskimo Calf shoes. 
So, for more friends and more net 
profit, include the Gallun numbers in 
your next order. A. F. Gallun & Sons 
Corporation, Milwaukee, Wisconsin 


Norwegian Calf 
hand-boarded grain 
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THE LEATHER SHOW 
Symbol of Creative Enterprise 


. OR many years the Leather Show has been the semi-annual focus 

of attention in all the leather and shoe trades. Perhaps more than 
any other trade event in these industries, the Leather Show has tran- 
scended obvious commercial purposes and contributed in a unique 
way to the welfare of the entire industry. Not only tanners, but 
buyers in the shoe and accessory industries have learned that the 
value of Spring and Fall trips to the Show could not be measured by 
orders placed or contracts booked. For in normal times the Leather 
Show served two greater objectives, namely, coordination of style 
and color in order to minimize risks, and the stimulation of new 


achievement in shoes and leather. 


Under a war economy the basic purposes of the Show became 
modified, but its value to the trade becomes greater than ever. The 
merchandising risks of style and color in highly fashion-conscious 
industries have become subordinate in importance to the all-embrac- 
ing war effort. With materials no longer in unquestioned abun- 
dance, the task before tanners, shoe manufacturers and retailers is io 
make the most efhcient use of whatever resources will be available. 
The armed services have priority over the nation’s resources of pro- 
ductive capacity and materials. Whatever remains must be utilized 
with planned and careful measures to yield the maximum benefits 
for civilian consumption. 


In the face of widening restrictions on civilian use and consump- 
tion, the leather and shoe industries cannot remain passive. The 
discharge of their wartime function calls for an active exchange of 
ideas, an active development of voluntary plans and pro- 
grams to reconcile available supply with demand. To the 
leather and footwear trades the Leather Show is the first 
and essential step in stimulating the vast resourcefulness 
and ingenuity of creative enterprise. 
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Wartime Prospects 
In Shoes and Leather 


THE inexorable pressure of war restrictions is making 
clear to the consumers’ goods industries one basic fact: 
The United States has enjoyed an economy of abun- 
dance, it must become prepared for a wartime economy. 
Pearl Harbor and Singapore, Burma and Java dictate 
the necessity. There can be no compromise with the 
facts and the more rapidly they are assimilated the 
sooner will defense psychology be translated into the 
necessary, irresistible offensive. 

The shoe and leather industries cannot and do not 
want to be insulated from the tremendous drive through 
which America is forging its offensive weapons. These 
industries have done their part up to now; they can and 
must be prepared to carry a greater burden, for every 
sector of industry and trade will be affected by the grow- 
ing inroads of the necessities of war upon civilian de- 
mand. Consequently, in appraising the prospects for 
1942 every branch of the shoe and leather industries 
must become reconciled to the possibility of curtail- 
ment, restriction and even allocation. 

By the end of February, 1942, the shoe and leather 
industries had not yet been touched to a significant 
degree by the consequences of war. Production in the 
previous year had reached new peaks and was still being 
maintained at these levels in spite of very substantial 
increases in shoe inventories. At present the scope of 
the entire picture confronting shoes and leather is being 
rapidly recast. The needs of the armed forces have 
accelerated with startling rapidity, with a total of at 


62 


least five million men under arms projected for 1942. 
Last year, purchases of some 15 million pairs of shoes 
were adequate for the Army and Navy, the Marines and 
Air Corps. This year, the government may require more 
than 35 million pairs, and under lend-lease, additional 
quantities of shoes may be manufactured and shipped 
to the forces of the United Nations. Exact figures on the 
government's procurement and contracting program have 
not and will not be made available. It is sufficient, how- 
ever, to state that in 1942 shoe factories will produce for 
government account an average of at least three million 
pairs a month. While shoes are the major item for which 
tanners must provide the material, there are numerous 
other military products requiring material quantities of 
leather. Gloves and garments, harness, straps, and 
dozens of other items of military equipage will call for 
thousands of hides and skins. 


IN one instance, military necessity is already account- 
ing for all of the available supply. Shearlings may no 
longer be processed for civilian use as the requirements 
of the Air Corps are already greater than domestic re- 
sources of all such raw material. According to Air Corps 
technicians, no product has been found equal to the 
wooled sheepskin for protection against cold and for 
serviceability. Millions of such skins will be consumed 
in outfitting the pilots and navigators, bombardiers and 
gunners, of the rapidly expanding Air Corps. The War 
Production Board has ruled, therefore, that shearlings 
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may be processed hereafter only for government con- 
tracts. 

Shearlings, however, represent the most extreme in- 
stance of possible curtailment in civilian use of leather. 
In practically all other types of leather and leather mak- 
ing raw materials, output of American tanneries is likely 
to meet the government’s needs and leave the bulk of 
supply still available for consumers. It would be in- 
accurate, however, not to discount the probability that 
civilian needs may have to be restricted somewhat, that 
limits may have to be placed upon commercial consump- 
tion. For the fact remains that while the plant capacity 
and raw material resources of the leather industry are 
enormous, supply may not be able to keep pace with 
huge military and unchecked civilian demand. 


IN 1941, the leather industry achieved the well-nigh 
impossible and furnished Army contractors as well as 
civilian factories with an unprecedented quantity of 
leather. Tanners produced last year almost 28 million 
cattlehides, more than 13 million calfskins, 45 million 
goatskins, and 51 million sheepskins. The needs of the 
armed forces accounted for only a small proportion of 
these vast totals, but in 1942 military demand will be 
many times larger. It is estimated, for example, that 
6 or 7 million cattlehides will be required for shoes and 
other war production, and this total compares with an 
estimated domestic supply of perhaps 18 million cattle- 
hides. It is apparent, therefore, that in spite of heavy 
domestic cattle slaughter, civilian consumption can be 
maintained only by extremely large imports. In the 
other basic raw materials the government’s needs ac- 
count for a smaller proportion of available supplies or 
estimated production; tanners may be asked to furnish 
the government with approximately 700,000 calfskins, 
1,500,000 goatskins, the equivalent of 550,000 horse- 
hides and 1,000,000 sheepskins, other than shearlings. 


Under more normal foreign trade conditions it is 
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probable that the tremendous demands now being made 
upon the leather industry might well be met without 
serious difficulty. In the face of a tightening shipping 
situation with tonnage becoming ever more desperately 
needed for the movement of men and military supplies, 
the even flow of imports may be interrupted on occasion. 
The resources available to the United States in the 
Western Hemisphere and elsewhere are very large and 
up to now the stream of imports to the United States 
has remained undiminished. It cannot be overlooked 
that in a basic sense shipping is the crux of the pros- 
pective supply situation, and that civilian demand may 
have to be adjusted in accordance with the exigencies 
of shipping. 

The area of government control in the leather and 
shoe industries is comparatively very small in contrast 
with other industries where limitation, conservation or 
allocation orders govern total supply and demand. Price 
measures are the principal element of government regu- 
lation thus far witnessed. Domestic hides, calf and kip- 
skins are subject to ceilings which have effectively 
stabilized raw materials. Since the first of the year 
another OPA price order froze leather at levels existent 
prior to Dec. 6, 1941. These measures of price control 
have met with the wholehearted approval of the tanning 
industry by virtue of its costly knowledge that inflation- 
ary tendencies are dangerous and costly. The industry’s 
cooperation with the OPA has demonstrated its full 
realization that price is subordinate to production 
under wartime conditions. 


UNTIL recently, the principal control existing over 
production and consumption was represented by the 
prohibition on the commercial use of shearling leather. 
It is likely, however, that this only represnts a starting 
point and that further controls may be necessary in order 
to align civilian use with available supply and to insure 

[TURN TO PAGE 74, PLEASE] 
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Reading from top to bottom. Kona Red Cara Kid 
makes this smart little high tongue slipon on low heel. 
Decorative . stitching outlines the overlay trimming. 
From the Camden Tanning Division of John R. Evans 
& Co. Town Brown Maracain is used for this smart suit 
oxford with square toe and Norwegian upturned seam. 
From the New Castle Division of the Allied Kid Co. 
Polished black calfskin makes unusual walking oxford 
with interesting stitching treatment. From. American 
Hide and Leather Co. Right, Bulky, heavy-looking sole 
and heel give this shoe a very utilitarian look, Note 
leather thong lacing adjustment as wartime economy. In 
antiqued Cognac color Lasticalf, specially designed for 
unlined shoes. From Rarrett & Co. 


This Fall More Than Ever Women Will Need 
Utilitarian Shoes in Utilitarian Leathers for 
the Big Tasks That Lie Ahead. Tanners Have 
Foreseen this Need with Leathers Sturdy 
Enough to Take Hard Usage; Soft, Light and 
Pliable Enough to Give Needed Comfort. 


JUST one year ago in our March, 1941, presentation 
of Fall leathers, this is what we said about women’s 
shoe needs for 1941-1942. “More Women, More Ac- 
tively Engaged in Productive Work Points to an Impor- 
tant Season for Practical Footwear with Style Appeal. 
Tailored and Casual Town Types in Many Kinds of 
Leather Fit Well into This New Phase of National Life, 
Geared to Effective Action.” 

Today everyone recognizes the need for the right 
shoes for women actively engaged in war work. It is 
no longer mere talk when we say that, from now on, 
any woman worth her salt will be in the service just as 
much as any man is. Besides her usual peace time tasks 
she will be doing all the war work she can squeeze into 
the 24 hours and perhaps helping to carry some of the 
work that has come about through war conditions, shift- 
ing of population to defense factory work and centers 
and many other changes. 





by ELEANOR RUTLEDGE 


COMFORT AND DURABILITY 
ALL this speeded-up activity boils down to just two 


needs in working shoes . . . comfort and durability. If 
a smart and attractive appearance can be added, so 
much the better. But the first two qualities are the vital 
needs. From the time she puts her shoes on in the 
morning until she goes to bed at night, a woman 
shouldn’t know that she has feet. Except for the in- 
telligent routine care that she should always give to all 
her clothes, she should not have to think about how her 
shoes are standing up under this vigorous life. They 
should be bought . . . and made . . . to wear well and 
look well for a long time. Obviously, from evéry point 
of view, it is desirable for her to have two pairs of work- 
ing shoes so that she can alternate them. 

In the models shown on these two pages you will see 
some of the interesting new ideas for Fall working 
shoes. Many of them are made of crushed, grained and 
boarded leathers. The lighter weight of kidskin has been 
given sturdiness by this treatment. Calfskin has been 
mellowed and made more flexible. Some of these 
leathers have gained a surface interest from these spe- 


Reading from top to bottom. Kona Red Snuggle Cal/ 
. . - new four-way boarded leather . . . in practical 
ghillie tie. Clever way to have greater variety in colors 
this season is to use several different stains on the same 
basic color to obtain different overtones. Kona Red can 
be made a subtle plum color, a brownish or wine color 
or given a highly polished look different from its natural 
color. From Ohio Leather Co. Unusual boarded kidskin 

. new version of Flexy, called Sunita . . . for shoes 
demanding a sturdy leather. Shown here in Golden 
Tobacco. Note smart fringed tongue. From G. Levor & 
Co. Left. Knobby Crush Domoc makes this practical 
smart fringed tongue in light tan color. Vegetable tanned 
it is especially adapted for unlined shoes. From F. C. 

Donovan, Inc. 


cial treatments. Others show less of this surface texture 
“and can take high polishes just as successfully as regu- 
lar smooth leathers. Both types have their place in 
working shoes. Sueded service weight leathers and elk 
finishes also are important types for these shoes. 
Leathers that can be used in unlined shoes are featured 
by tanners in sturdy soft leathers. 


LOW HEELS ESSENTIAL 


TYPICAL of all-the best working shoes’ are the low 
heels ranging from 15/8 down to flats. ‘The heel height 
is governed by the shoe style and the individual wo- 

[TURN TO PAGE 74, PLEASE] 








The following coordination notes have been prepared by Margaret 
Hayden Rorke, managing director of The Textile Color Card Association, 
te guide the shoe and leather industry in the promotion of the four 
official colors for women's shoes, adopted for Fall, 1942, by the joint 
committee of tanners, shoe manufacturers and retailers in cooperation 
with the color association. For the purpose of conserving dyestuffs and 
leather for the government's war requirements, the allied associations 
have limited their 1942 Fall color selection for women's shoes to four 
repeated shades, chosen because of their continued fashion and mer- 


TOWN BROWN—This rich warm brown continues its 
basic importance as a favored color for wear with cos- 
tumes in new Fall browns and tans, dark and medium 
greens, including soft bluish or greyed versions, golden 
tones, muted medium blues, subtle dusty rose shades, 
greys and taupes. Very distinctive with mink and other 
smart furs. 


GOLDEN TOBACCO—The increasingly strong acceptance 
of this swagger golden brown again signals it for wide 
use, especially for the casual walking or service type 
shoe, which is in growing demand by women in various 
service organizations. For wear with tailored or casual 
costumes in lively light browns, tans or beiges, as well as 
greyed military blues and navy, a wide range of greens, 
gold and amber tones, rosy rust shades, water or sea 
blues, greys and sporty tweed mixtures. Well adapted to 
bootmaker finishes. 


TURFTAN —Remains a highly successful russet shade for 
casual town, country or campus shoes. Goes well with 
sports or tailored clothes in rust or coppery tones, 
greens, warm tans, medium greyed or greenish blues, 
greys and natural beiges, also animated sports tones. 
Especially effective when darkened by polishing or 
antiquing. 

This shade is also an excellent military type of tan. 


KONA RED—Retains its fashion distinction as a very 
smart darker red for contrast with Fall costumes in 
greys, taupes, neutral beiges, greens and the entire 
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chandising value. 


gamut of blues. Likewise blends beautifully with rich 
cherry and wine reds. Used with or without antiquing. 


NOTES 


The well-known navy leather tone, Bluejacket, is 
recommended whenever blue shoes are required. In the 
interests of conservation, this color is not shown in the 
card. 


Black shoes retain their basic importance. 


MERCHANDISING ANALYSIS 
MEN'S SHOE AND LEATHER COLORS FOR 
FALL, 1942 


The merchandising notes given below have been com- 
piled to assist the shoe and leather industry in the pro- 
motion of the official colors for men’s shoes. 
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SHOE AND LEATHER 








COLORS for Fall, 1942 


by MARGARET HAYDEN RORKE, 


Managing Director, Textile Color 
Card Association of the 
United States, Inc. 


TOWN COLORS 


YANKEE BROWN—Retains its strong popularity as the 
most universally accepted volume shade for town shoes 
in all types of leather. Used with or without staining or 
antiquing. 


NATIONAL BROWN—Continues its favor as a successful 
darker brown for town and conservative style country 
shoes. Retains its warmth and ruddiness even when 
stained or polished. Suited to crushed, reversed, smooth 
or boarded leathers. 


RIO CORDO—Smart lively rendition of a rich Cordovan 
shade, whose name appropriately symbolizes Pan- 
American unity and hemisphere defense, as proclaimed 
at the conference of American nations at Rio de Janeiro. 
For use in reverse, grained or smooth surface leathers. 
Particularly suited to casual style town shoes. 
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COUNTRY COLOR 


CHARRO TAN—Warm golden saddle shade, which en- 
joys continued acceptance for sports or country shoes. 
To wear with slacks and other sports or leisure clothes. 
Suitable for crushed, reversed, grained or elk finishes, 
as well as smooth saddle leathers. Well adapted to 
antiquing or. staining. 


* . . 


UNITED STATES ARMY STANDARDS 
Also standardized for the benefit of industry are the 


two official colors for the United States Army service 
and garrison shoes, namely : 


ARMY RUSSET—Special importance is attached to this 
Army service color, because it is the official shade 
adopted by the United States Army for high service 
shoes, boots, leather belts, cap visors, etc. 


GARRISON TAN —The approved color adopted by the 
United States Army for the garrison low, quarter oxford. 


NOTE 


Black continues its basic importance in men’s shoes. 
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Leisure Hour Footwear Promises to Be Fully 

as Important This Fall as the Shoes Designed 

for War Service. When Occasion Demands, 

Women Will Need to Be More Feminine and 

Attractive Than Ever Before. The Psychology 

of Pretty, Becoming Clothes Is Too Vital to 
Be Neglected. 


STYLES like the ones shown on these pages should 

not need any selling build-up. But perhaps this year 

they do. Perhaps some of you retailers have become 

so sold on the idea of shoes for war work . . . we have 

stopped calling them defense workers, since the United 

States has entered into a more aggressive phase of 

thinking . . . that you need to remind yourselves that 

off-duty shoes also have their important place in the ing, 

present scheme of things. ing, 
In this group the pump, the sandal, the higher heeled ties 

slipon and oxford come into their own. Comfort and essel 

good fit are, of course, basic needs in these shoes, too. man 

But a woman can take some liberties with her feet in is m 

buying these shoes which she cannot take with her work- orat 


ing shoes. She can wear higher heels, lower cut and full 


more open shoes in less rugged leathers. in 
thon 





bly 
W 


OFF-DUTY LEATHERS 


LIGHTER weight suede, glazed kidskin, patent leather 
and, of course, calfskin are all being used for these less 
utilitarian shoes. One calfskin tanner makes the point 
that their boarded leather is equally suitable for work- 
ing or off-duty shoes. It is soft and light enough to 
drape and sturdy enough for hard usage. 


WAR TIME ECONOMY IN TREATMENTS 


OUR hats are off to the designers who have achieved 
simplicity without monotony or standardization. 
Gadgets are gone. In their place are classic treatments 

. centuries old most of them . . . such as the use of 
fringing, thongs, welting, Russian binding and stitch- 
ing, especially running and saddle stitching. In fring- 
ing, thongs and weltings, leather in very small quanti- 
ties is the only material required. In stitchings, the 
essential thread is available in ample quantity if the 
manufacturers will use different kinds of thread. There 
is more cotton than ever for shoes. There is some dec- 
orative linen. A combination of nylon and silk and a 
full nylon are available. Full silk can still be obtained 
in many weights and colors. Stitchings, fringing, 
thongs, welting, etc., it should be noted, are being used 
on all types of shoes from the most casual or tailored 


to dressy. 


NEW WAY OF UTILIZING COLORS 


A NEW way of using colors has been suggested for 
1942-43. As we all know, the officially selected Fall 
[TURN TO PAGE 74, PLEASE] 


Reading from top to bottom. Very smart oxford in 
elegant black kidskin with decotative stitching. From 
the Ruby Kid Division of John R. Evans & Co. Unusual 
treatment of all-over dark brown calfskin shoe. The 
fringing is an example of a new trend for decoration in 
same leather as shoe. From E. Hubschman & Sons, Inc. 
Interesting spectator type in dressed-up version, com- 
bining brown suede with Kaffy Kid trimming. Note here 
also a fine fringe trimming. Both leathers from Amalga- 
mated Leather Companies, Inc. 
















TANNERS 
TO SHOW 
FALL LEATHERS 


AT WALDORF - ASTORIA 
NEW YORK, MARCH 23-24 




















Tanners Council of America Gives Manufactur- 
ers and Merchants a Pre-View of the Leathers 
for Autumn and Winter Footwear, 1942-43 














GEORGE H. MEALLEY 


Chairman of 
Exhibit Committee 
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THE TANNERS COUNCIL OF AMERICA 


LEATHER SHOW 
MARCH 23-24, 1942 , 
BOOTH LAYOUT 








EXHIBIT COMMITTEE 
George H. Mealley, The Ohio Leather Co., Chairman 
Daniel N. Gutmann, Gutmann & Co. Milton Hubschman, E. Hubschman & 


' Sons. 
Robert J. Mellin, A. C. Lawrence Donte! H. Hickey, Surposs Leather 
Leather Co. Co 
Fred J. Blatz, Amalgamated Leather J. S. C. Harvey, Jr., John R. Evans 


& Co. 


Cos., Inc. 









COLOR COMMITTEE 


William H. Barrett, Barrett & Co. George J. Hiteman, Hiteman Leather 
Carl J. Barnet, J. S. Barnet & Sons. Co. 


George H. Mealley, The Ohio 


Leather Co. 





Robert E. Binger, New Castle Divi- 


sion, Allied Kid Co. 
Frederick J. Blatz, 
Leather. Cos: 
Harry M. Came, American Hide & 
Leather Co. 
James T. Gormley, B. D. Eisendrath 
Tanning Co. 


Amalgamated 
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Daniel H. Hickey, Surpass Leather 
Co. 

Milton Hubschman, E. Hubschman & 
Sons. 

Joseph Kaplan, Colonial Tanning Co. 


J. W. MacPherson, John R. Evans 
& Co. 


Robert J. Mellin, A. C. Lawrence 
Leather Co. 
Frank H. Miller, G. Levor & Co., Inc. 
re W. Rankin, Hunt-Rankin Leather 
oO. 


Fred J. Rueping, 
Leather Co. 


Fred Rueping 
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HAROLD CONNETT 


Chairman of the Board, Tanners 


Council of America 


J. LOUIS NELSON 


Secretary, Tanners Council 
of 


America 


EXHIBITING TANNERS 


Agoos Lecther Companies, Inc. 
Boston, Mass. 


Allied Kid Company 
Standard Division, Boston, 
Mass. 


McNeely & Quaker City Divi- 


sions, Philadelphia, Pa. 


New Castle Division, New York, 


N. Y 


Sterling Division, 


Del. 


Amalgamated Leather 
mpanies, Inc. 
Wilmington, Del. 


William Amer Company 
Philadelphia, Pa. 
American Hide & Leather 
Company 
Boston, Mass. 


American Kid Company 
New York, N. Y. 


Carl Antholz, Inc. 
Newark, N. J. 


Armour Leather Company 
Boston, Mass. 


Peter Baran & Sons 
Harrison, N. J. 


J. S. Barnet & Sons, Inc. 


Boston, Mass. 


Barrett & Co., Inc, 
Newark, N. J. 


Beggs & Cobb, Inc. 
Boston, Mass. 


Besse, Osborn & Odell, Inc. 
Boston, Mass. 

Bissell Leather Co. 
Peabody, Mass. 

Burk Bros. 
Philadelphia, Pa. 


Carr Leather Company 
Peabody, Mass. 


1942 


Wilmington, 


Colonial Tanning Co. 
Boston, Mass. 


Crestbrand Leather Co. 
New York, N. Y. 


Donnell & Mudge, Inc. 


Salem, Mass. 


F. C. Donovan, Inc. 
Boston, Mass. 


Dungan, Hood & Co., Inc. 
Philadelphia, Pa. 

Eagle-Ottawa Leather Co. 
Grand Haven, Mich. 


John R. Evans & Co. 
Camden, N. J. 


Fleming-Jaffe, Ltd. 
New York, N. Y. 


S. B. Foot Tanning Co. 
Red Wing, Minn. 


A. F. Gallun & Sons Corp. 
Milwaukee, Wis. 


J. Greenebaum Tanning Co. 


Boston, Mass. 


Griess-Pfleger Tanning Co. 
Boston, Mass. 


Gutmann & Co. 
Chicago, Ill. 

L. H. Hamel Leather Co. 
Haverhill, Mass. 

B. V. Harrison Co. 
New York, N. Y. 

Thomas B. Harvey 
Philadelphia, Pa. 

Hiteman Leather Co., Inc. 
West Winfield, N. Y. 

Horween Leather Co. 
Chicago, Ill. 

E. Hubschman & Sons, Inc. 
Philadelphia, Pa. 

Hunt-Rankin Leather Co. 
Boston, Mass. 

Irving Tanning Co., Inc. 
Boston, Mass. 


1. M. Kaplan, Inc. 
Boston, Mass. 


Korn Leather Co. 
Peabody, Mass. 

A. C. Lawrence Leather Company 
Peabody, Mass. 

G. Levor & Co., Inc. 
New York, N. Y. 


Hermann Loewenstein 
New York, N. Y. 


Malis Leather Company 
Philadelphia, Pa. 


Marcus, Forscher & Co. 
New York, N. Y. 


McNeely & Price Co. 
Philadelphia, Pa. 

Mitchell & Peirson, Inc. 
Philadelphia, Pa. 

Monarch Leather Co. 
Chicago, Ill. 


R. Neumann & Co. 
Hoboken, N. J. 


Northwestern Leather Co. Trust 
Boston, Mass. 


The Ohio Leather Co. 
Girard, Ohio 


Paris Tanning Co. 
South Paris, Me. 


Fred Rueping Leather Co. 
Fond du Lac, Wis. 


Seton Leather Co. 
Newark, N. J. 


Surpass Leather Co. 
Philadelphia, Pa. 


Tan-Art Co., Inc. 
New York, N. Y. 


Albert Trostel & Sons Co. 
Milwaukee, Wis. 


Richard Young Co. 
New York, N. Y. 




















Opposite Page, Top, Left to Right: A straight 
tip Bal from Nunn Bush featuring Gallun’s 
Cretan. Note the roomy forepart. Forest Calj 
by Lowenstein is used in this wing tip Blucher 
with extended quarter; and from the same 
house, Woodland Calf in a straight tip Blucher 
Brogue. Both of these shoes from Johnston & 
Murphy. And then an E. T. Wright Arch Pre- 
server Blucher Brogue in Gallun’s new Leather, 
Normandie Cal}. 


Opposite Page, Bottom, Left to Right: An at- 

tractive wingtip Brogue in Gutmann’s Ski 

Grain, finished to a rich mahogany shade from 

Diamond Shoe Company; a wing tip custom 

pattern from E. T. Wright in A. C. Lawrence's 

982. J. P. Smith uses Trostel’s 402 Atasco Calf 
in this wing tip custom Oxford. 


Above, Left to Right: Turftan Ostrich Grain 
Calj from Barrett & Company in a moccasin 
front Blucher from the Milford Shoe Company ; 
an extended seam Moccasin pattern with saddle 
overlay from Regal Shoe Company, and cut 
from Gutmann’s Gambola. And, a wing tip 
pattern from W. L. Douglas Shoe Company, 
using, John R. Evans Brogandi. 


AMERICAN tanning ingenuity is meeting the test of restricted 
supplies of certain weights and grades of leathers with new 


surfaces and quite as attractive a collection of colors as you 
have seen in years. Because of large-scale military require- 
ments, leathers for Fall may not be processed from the same 
types of skins as those that went into leathers of a few years 
back, but in the finished shoe they’re just as styleful, saleable 
and wearable as any you have ever sold. It will be a smart 
consumer who will be able to tell the difference in the leathers 
in his Fall shoes from the shoes he wore a year ago or five 
years back. 

To all intents and purposes then, the men’s style picture does 
not reflect any curtailment of leather supply. Designers have 
been particularly successful this year in producing swagger 
millitary-looking shoes for both street and country wear, and 
these war-time economy leathers and colors suit them very well. 

Men’s feet may not be as conspicuous this Fall as they have 
been in past years, which is probably just as well for the fel- 
lows who are not in uniform. Yet, the trend of the military 
cannot be attributed directly to the effects of our intensified 
war effort, since the dressing down of color, so important this 
Fall, has been a slow and logical [TURN TO PAGE 74, PLEASE] 














Leathers Geared to War Service 


[CONTINUED FROM PAGE 65] 


man’s needs, foot characteristics and 
habits. Women wearing slacks ... 
and there will be plenty of them, es- 
pecially among factory workers .. . 
should *buy either a “flat” or a low 
wedge. Nothing else looks right. We 
have said this many times before, but 
we’re saying it again. Along with a 
low heel goes the necessity for a broad 
tread. Pinched feet should be as dead 
as the dodo, but sometimes a woman 
is the victim of ignorance and bad 
fitting. Make sure that she can really 
stand in those working shoes and really 
spread her toes in them. 


Importance of Fitting 


Along with the right leathers, the 
right lasts and heel heights, proper 


fitting is a basic necessity. At a recent 
conference on foot health, a leading 
retailer expressed the view that never 
has correct fitting been so important 
as now. Proper kinds of adjustments 
are a vital part of comfortable fit. 
Vast imprevements have been made in 
the fitting of pumps these past few 
years; we all know that. But a pump 
can never take the place of a higher 
riding shoe for a working shoe. So, 
for the duration of this national emer- 
gency, let’s think of the pump as the 
off-duty shoe. It is ideal for that kind 
of use. 

In the next two pages we show at- 
tractive models of off-duty shoes. Also 
included in these pages is a discussion 
of treatments and colors for both these 
and the working types shown here. 





Leathers for Off-Duty Shoes 


[CONTINUED FROM PAGE 69] 


colors are fewer in number this year 
and are all repeated colors . .. Town 
Brown, Turftan, Golden Tobacco and 
Kona Red. The achievement of simpli- 
fication without standardization has 
been suggested in the following 
method. Certain colors are advised for 
certain leathers. In other words, not 
every Fall color need be used for every 
type of Fall leather. Each leather will 
then be dyed in the colors best suited 
to the types of shoes in which it will 
be used. 


Colors for Off-Duty Shoes 


Take the leathers suitable for the 
shoe types represented on these two 
pages. Take smooth calf and kidskin 
and some of the crushed, grained and 
boarded leathers. The suggested colors 
for these leathers are Bluejacket, Turf- 
tan, Golden Tobacco, Kona Red, in 
addition to black and white. Take the 
suede finishes . . . aside from the heavy 
reversed service weight leathers . . 
here Town Brown, black and white are 
advised. The Town Brown, it is sug- 
gested, should not be too dark to be 
trimmed with Golden Tobacco. And 
take patent leather. Here black, Blue- 
jacket and Copper Brown are advised. 


Colors for War Workers’ Shoes 


For the shoe types shown on the pre- 
ceding pages, these are the leathers 
and the colors suggested for the 
leathers. For smooth calfskin, rep- 
tiles, boarded and crushed finishes, 
reptile and other novelty grains, Blue- 
jacket, Turftan, Golden Tobacco, Kona 
Red, black and white. For reversed 
“service” leathers, a medium tan less 
ruddy and lighter than Turftan, black 
and white. For elk finishes, Blue- 
jacket, Turftan, Golden Tobacco, 
medium saddle tone, white and black. 
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Another way to add color to the 
Fall shoe picture is to make use of all 
the polishes and stains on the market. 
They increase the color range, some- 
times by as much as three additional 
tones of the one basic color. Take Kona 
Red, for instance. In addition to the 
true unstained Kona Red color, you 
can have three other colors with a 
Kona Red leather as the basis. A 
black finish will give a dark plum 
color, a mahogany finish, a brown or 
winey overtone and clear high polish 
will give still another effect. A high 
polish, without stain, is recommended 
for Bluejacket and Golden Tobacco. 


Wartime Prospects 
In Shoes and Leather 


[CONTINUED FROM PAGE 63] 


priority of military requirements. The 
millions of shoes being made for the 
government take a large proportion of 
all heavy and quality sole leather. By 
the time this issue appears it is pos- 
sible that the WPB will have issued a 
restrictive order to govern the relative 
movement of sole leather into military 
and civilian channels. Similar WPB 
orders may also be issued to govern 
other types or grades of leather. These 
controls may not necessarily imply a 
reduction in civilian consumption so 
much as readjustments by manufac- 
turers in types of materials employed. 
The aggregate supply of leather will 
probably remain sufficient to meet basic 
consumer requirements, but manufac- 
turers must re-align output of shoes and 
other leather products in accordance 
with available supplies. 

Any possible restrictions upon civilian 
consumption must be viewed in proper 


perspective. It would be grossly in- 
accurate, for example, to suppose that 
a cut in output from the level of 1941 
might in itself be synonymous with any 
degree of hardship. Production of foot- 
wear last year was far in excess of 
actual consumer needs, perhaps by as 
much as 45 or 50 million pairs. If the 
shoe and leather industries, consequent- 
ly, find it necessary to reduce output 
from this extreme level and to maintain 
their schedules on a pre-war basis con- 
sumers will not be fundamentally af- 
fected. Shoe output averaging 400 mil- 
lion pairs in the several years prior t» 
1941 represented a high shoe standard 
of living and should provide adequately 
for the footwear needs of the country. 
There can be no allowance in 1942 for 
the progressive and cumulative inven- 
tory movement which marked the previ- 
ous year. : 

Leather has been and is being pro- 
duced by the tanners of the country in 
record quantity; supply has thus far 
kept pace with military and civilian 
requirements. The extent to which the 
pressure of growing war needs will be 
met is in part dependent on the battle 
in the world’s sea lanes. 


Low Heels Lead in 
Women’s Shoes 


St. Paut, Minn.—An exceptionally 
strong trend toward low heels in wo- 
men’s shoes is being reported by Twin 
City stores. One store, selling shoes at 
$8.95 and up, reported the trend “ter- 
rific” with 14/8, 16/8, and 18/8 heels 
in greatest demand. 

Brown and turftan_ are reported as 
outstanding colors, with good outlook 
for Spring as a tie-in with suits, tweeds, 
and rough cloth. Most stores report 
black as a leading color, with brown 
running second. Calls for gabardines 
are coming in. Suedes are good. 

In dress shoes women are asking for 
more style. One store, selling most 
heavily in the middle price ranges, ex- 
pects beige to be a strong color next 
Spring. Sport and walking type shoes 
are expected to continue in demand. 


Men’s Fall Leathers 
[CONTINUED FROM PAGE 73] 


development of the last three or four 
years. 

With this new accent on surfaces, and 
military effects, the finishing room 
comes into its own, and to the now well- 
accepted antiquing, there will, un- 
doubtedly, be added new surface color- 
ing, waxing and treatments on the 
finished shoe. 

These Fall shoes are typical of the 
way an industry, which has a sound 
fashion merchandising policy, responds 
to an emergency, and demonstrates a 
genius for innovation and promotion 
which runs right back to the material 
source. In their first Autumn of war, 
at least, American men will not lack an 
attractive and diversified shoe ward- 
robe. 
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KITCHENER __| 





Tank Corps, Air Corps, or the boys 
who move forward on their own two 
feet, the American Army is the best 
shod army of fighting men on the 
face of the earth. Millions of them 
are wearing shoes made of famous 
Kitchener, the Leather for Service. 
Yes, and for that reason you won't 
see many work shoes made of 
Kitchener for some time to come; for 
all Kitchener production is now sold 
up to keep your army well shod. 


NORTHWESTERN 
LEATHERS 
Elko 
Sootan 
Kitchener 


Russide 
Chrome Custom 
Deerskin 
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Northwestern Leather Company Trust ' 
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A Word About Kitchener 


O Id timers in the shoe business will 
remember Kitchener's record in the 
last war. In Flanders’ Field, twenty- 
three years ago, American dough 
boys wore shoes of Kitchener and 
found they stood up, under the 
toughest conditions, and were dur- 
able and pliable, even after extremes 
of heat and cold. Northwestern 
chemists have constantly improved 
Kitchener during the years between, 
which is typical of Northwestern Serv- 
ice in Leathers. Although Kitchener is 
enlisted for the duration, you can 
specify other Northwestern Leathers 
with the same assurance of Service 
and more salable shoes. 
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MEN’S COLORS WOMEN’S COLORS 
LUXOR 


Town Brown. . . 
Yankee Brown 
Golden Tobacco . . 
National Brown . . 
Kona Red 
Charro Tan 
Turftan 
Rio Cordo 
Bluejacket ..... | 578 














THE OHIO LEATHER COMPANY, GIRARD, OHIO 
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SEE EEE EEE EEE EEE ERO HH Oe 
Why your Red Cross urgently needs 


FIFTY MILLION DOLLARS, 


How the fund is allocated . .. 
W hat it does in service 








Every dollar that you give now to your Red Cross marches into the thick 
of things where humanitarian help is needed most—up to the fronts and 
battle stations where the fighting is heaviest. Into the Red Cross hos- 
pitals and First Aid units where prompt medical attention and supplies 
may save innumerable lives. And throughout our broad land to train 
and equip volunteers to meet any emergency that may strike. 


How the $50,000,000 
War Fund is Used 


SERVICE TO THE ARMED FORCES « «© © © © © © © $25,000,000 
Provides for the care, welfare and morale of the Army and Navy, including services 

to men in hospitals and during convalescence. ® Provides an important link be- 

tween the service men and their families; keeps the families from breaking up, 

supplies food, shelter, medicine, and even jobs where necessary. ® Provides essen- 

tial medical and other supplies outside of standard Government equipment. ® 

Operates Red Cross headquarters at camps and naval! stations. ® Enrolls blood 

donors and medical technologists for Army and Navy needs. ® Provides millions of 

surgical dressings, sweaters, socks, etc., through volunteer workers. 


DISASTER AND CIVILIAN EMERGENCY RELIEF « « « $10,000, oe 
Supplies emergency needs for food, clothing, shelter and medical attention for dis- 
aster victims. ® Assists stricken families in repair of homes and other adjustments; 
provides minimum reserves of essential relief supplies to prevent unnecessary delays. 


CIVILIAN DEFENSE SERVICES * * * © * eee 2e © $ 5,000,000 


Trains volunteers for home nursing and nurses’ aides. ® Trains nurses, men and 
‘women, for active duty with the Army and Navy. © Trains volunteers in First Aid 
and accident prevention. ® Trains volunteers for workin Motor Corps, Canteen and 
Production. ® Instructs men, women and children in preparedness against explosive 
and incendiary bombs. ® Organizes for evacuation of children and their families 
from stricken areas. ® Assists Red Cross Chapters in establishing effective coordina- 
tion of emergency relief with local and State defense authorities. 


SERVICE AND ASSISTANCE THROUGH CHAPTERS ¢ $ 4,000,000 
Gives assistance and service to the 3,740 Red Cross Chapters with their 6,131 Branches 

responsible for lecal Red Cross activities, particularly welfare work among the 

service men and their families. 


OTHER ACTIVITIES AND CONTINGENCIES « * * © © $ 6,000,000 


Provides for unforeseen expansions in program and for new activities made necessary 
by unexpected developments. 


TOT a. 9/0 0. 9 0,0 0:9 © FC Hee ee 6 6 © 350,000,000 


THE AMERICAN RED CROSS $50,000,000 WAR FUND 


Note to Red Cross Canvassers: Use this material to better 
inform contributors how their donations are being expended. 
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